






The “Capitalization of Experiences for Greater Impact 
in Rural Development” project is implemented by CTA 
in different parts of the world, in collaboration with the 
Food and Agriculture Organization of the United 
Nations (FAO) and the Inter-American Institute for 
Cooperation on Agriculture (IICA), and with financial 
support from IFAD, the International Fund for 
Agricultural Development. This project aims to 
facilitate the adoption of an experience capitalization 
process in rural development initiatives, where it can 
help improve the analysis, documentation, sharing,  
and the adoption and use of lessons and good practices 
– as an approach for continuous learning, improvement 
and scaling up.
The cases featured in this booklet were selected and 
written by those participating in the project. 
Responsibility for the information and views set out in 
each case lies entirely with the authors. Reproduction is 
authorised provided the source is acknowledged.
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F or almost two years, CTA has been implementing the “Capitalization of Experiences for Greater 
Impact in Rural Development” project, working 
together with the Food and Agriculture Organization  
of the United Nations (FAO), with the Inter-American 
Institute for Cooperation in Agriculture (IICA), and 
with the financial support of the International Fund  
for Agricultural Development, IFAD. Its purpose is to 
support the adoption of an experience capitalization 
process in rural development initiatives, where it can 
help improve the analysis, documentation, and sharing 
of lessons and good practices, and ultimately their 
adoption and use.
In these two years, CTA has worked with a large 
number of projects and organisations, and completed  
a series of training activities. As a result, many of these 
projects and organisations have started their own 
capitalization process. 
The stories in this first booklet are a result of this 
process. They come from Kenya, Uganda, and 
Tanzania. 
We hope the lessons drawn and presented here are  
put into practice and adopted on a broader scale,  
and help draft new projects. Feel free to share them 
widely, so that they reach and benefit many other 
projects, networks and organisations in East Africa  
and elsewhere. 
By doing so, you will also help building the reputation  
of experience capitalization as a successful approach  
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T his booklet shows the results of the first “cluster” put together by the Experience Capitalization 
project implemented by CTA in different parts of the 
world – a group made up of representatives of some  
of the farmer organisations working in East Africa:  
the Uganda National Farmers Federation, the Kenya 
National Farmers Federation, the Kenya Livestock 
Producers Association, MVIWATA in Tanzania,  
and also of the East Africa Farmers Federation. Not 
knowing much about “experience capitalization”,  
they came together for a first workshop in Nairobi  
at the end of 2016 – and they all started their own 
capitalization process. CTA’s objective was that 
participants would not just discuss the concepts and 
principles behind the capitalization approach, but that 
they would work together with their colleagues back 
home and complete the process within a few months. 
What follows are the first results of these processes.
A set of 13 stories
The case studies included in this collection provide an 
update on development projects aimed at farmer 
organisations in East Africa, and a first-hand view of 
their challenges and successes. Historically, farmer 
organisations have played a central role in helping 
governmental and non-governmental agencies deliver 
technical and financial support to the myriad of 
smallholders populating the vast and remote rural  
areas of East Africa. Most of the cases included in this 
collection (7 of them) indicate that farmer organisations 
are still the “preferential channels” for delivering 
resources and know-how to farm-households in 
Uganda, Kenya and Tanzania. In particular, five cases 
describe the most traditional or “physical” delivery 
mechanisms offered by farmer organisations, which 
aim at providing farmers with agronomic training 
courses and services, as well as seeds and seedlings, 
livestock, fertilisers, chemicals and machineries.  
Two other cases describe new or “virtual” delivery 
mechanisms that are increasingly available to these 
organisations through mobile phones. These new 
mechanisms are proving particularly useful for 
connecting farmers to market and weather information 
system, as well as to financial and insurance services. 
The digitalization process seen in many organisations 
is also contributing to enhance their transparency  
and increase the accountability of their leaders and 
managers with respect to farmers’ livelihoods. The 
need to improve the governance structure of farmer 
organisations in East Africa, as elsewhere, is further 
emphasized in the last 6 cases presented in this 
collection. In particular, these cases propose and 
describe interventions for strengthening the capacities 
of leaders and managers in promoting and facilitating 
farmers’ participation in markets and policy-making 
processes. Political leadership and business 
management thus emerge as capacities that are 
urgently needed by East-African farmer organisations 
to complete their transformation from “passive” 
delivery-channels into entrepreneurial and influential 
organisations. 
Next steps
The experience capitalization project helped 
participants look in detail at their own work, and  
draw the lessons and conclusions shown in each story. 
But their work has not finished yet. The capitalization 
process will only be complete when these stories are 
shared, and when the main recommendations are 
adopted or taken up by other organisations in East 
Africa, and also in other regions. This is the main 
challenge now.
Gian Nicola Francesconi 
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T he Kenya Livestock Producers Association (KLPA) was formed in 2004 to promote the welfare of 
livestock producers and farmers in Kenya. Over the last 
10 years, field days and trade fairs have been organised  
to improve the agricultural practices of farmers. 
Agribusiness fairs in particular have worked to stimulate 
and create linkages between livestock producers and 
service providers by creating a platform for business 
interaction and deal-making between the parties.  
In October 2016 KLPA organised a farmers’ agribusiness 
trade fair in Laikipia county which was attended by over 
6,000 farmers.
KLPA: objectives and approach
Of all the marketing instruments available, trade fairs 
offer the widest range of functions. Exhibitors – and 
farmers – can conduct business, elevate their image,  
and look for business partners. Trade fairs are also the 
ideal place for assessing the market, comparing prices 
and sales terms, and trying out new products and 
discussing their applications.
KLPA partners with the government, manufacturers 
and banking institutions, as well as farmer 
organisations, to create market linkages between 
farmers and manufacturers, suppliers and agro-vets.  
It organises training sessions where farmers can gain  
an insight into various value chains, and gain access  
to legitimate farm inputs and information. 
In the past farmers have been lured into purchasing 
counterfeit products for their farming activities and 
have lacked proper information of how products 
should be used. This lead to low yields. To tackle  
this problem, stakeholders from various agricultural 
sectors are given a chance to showcase their products 
and services to farmers, and train farmers on the usage 
and benefits of these products. This creates a direct 
link between the two parties. 
To prepare for the trade fair in Laikipia county,  
KLPA had two meetings with the county’s agriculture 
department to develop strategies to mobilise the 
county’s farmers. With local government help a permit 
to hold the event was secured. Four road-shows were 
held and banners and fliers were distributed to create 
awareness about the trade fair in various target 
locations like churches and weekly local administrative 
and farmer meetings.
Having confirmed the venue and date for the 
exhibition, the KLPA marketing department sent out 
invitation emails to all of the agricultural stakeholders 
it had on its database. The email campaign described 
the exhibition requirements and packages, and a 
deadline of one week before the event was set for 
exhibitors to confirm. Sixty companies accepted the 
invitation. SMSs were also sent out to invite farmers  
to the event through KLPA’s SMS platform.
In October 2016, an agribusiness trade fair in Laikipia  
county, Kenya, provided over 6,000 farmers with access to 
information, services and training to help them improve their 
yields and farming activities. Exhibitors were also able to reach 
a large number of livestock farmers and increase their sales.
Cover Local manufacturers  
explain the value of their 
products to farmers
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we partnered with KLPA our organisation’s sales 
have increased and we have created many networks, 
thanks to the productive and numerous field days 
you guys are organising. They have made it possible 
for farmers to sample our products and we are happy 
about their positive feedback”.
The fair consisted of:
•  A livestock show: This was a key component. 
Farmers were given the opportunity to view high 
quality livestock in addition to learning about the 
latest breeding techniques. Livestock on display 
included dairy cattle, Sahiwal cattle, dairy goats, 
pigs, sheep, geese, broilers, layers, rabbits and bees.
•  A market place/exhibition area: Over 70 
service providers including banks, microfinance and 
insurance agencies, agro-input suppliers, governmental 
bodies, non-governmental organisations (NGOs), and 
learning institutions showcased their products in the 
general exhibition area. 
•  Open forum/mini forums: Each of the gold 
category exhibitors were allocated a tent with 30 
seats. Farmers could visit these tents in groups to 
interact with the service provider.
•  Farmer Field School (FFS): Farmers from 
various producer groups were able to access FFS 
training, organised by KLPA and the Kenya 
Semi-Arid Livestock Enhancement Support project. 
Each session took about 1.5 hours and was facilitated 
by an expert. 
•  Business-to-business (B2B) forum: 
Representatives of 50 producer organisations hosted 
a B2B forum. The forum aimed to enable service 
providers to meet farmer group leaders and 
strengthen networks within the manufacturing  
and service industries. During a B2B cocktail event, 
farmer representatives were given the chance to 
express their views about what had transpired 
during the fair and any lessons learnt. Silver and 
gold category exhibitors also attended the cocktail. 
As Mr Nelson Maina, Manager of the agri-input 
supplier company, Elgon Kenya, observed, “Since 
Productive and numerous field days have 
made it possible for farmers to sample our 
products and we are happy about their 
positive feedback.
Organiser 5Seminar 1




my (farmer)  
organisation 21
Road shows using 
motorbikes 1 
Media (newspaper/radio/
flyer /banner etc.) 84Invitation 67
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KLPA, together with various partners and local 
agricultural manufacturers, helped promote farming 
activities in the area by providing farmer trainings and 
showcasing products. About 6,251 farmers from across 
the county attended. Ten livestock farmers groups 
were trained on livestock supplements by Coopers  
K-Brands Ltd.
Farmer’s response: demographic 
information
An evaluation showed that 69% of the farmers 
attending the trade fair were men and 31% were 
women. Farmers who participated were also relatively 
young; 14% were under 25 years old and 73% fell 
within the 25-50 age group. It took 69% of 
participants less than one hour to get to the trade fair, 
26% spent between 1–2 hours and 5% spent around  
6 hours getting to the trade fair. 
Most people (69%) who filled in an evaluation were 
farmers, 8% came from educational institutions,  
7% from input suppliers, and 4% were government 
officials. Agro-equipment dealers and financial service 
providers accounted for 2% while buyers and NGOs 
made up 1% of respondents. It should be noted that 
over 85% of those attending the trade fair were small 
scale farmers.
The greatest proportion of attendees (45%) heard 
about the event via the media, 36% had received 
invitations, 11% learnt about it through friends and 
colleagues, while 3% knew about it because they were 
in touch with the organisers. Information gained via 
the internet and roadshows were mentioned by only 
2% of the participants
The main reason people gave for attending was to  
get information and increase their knowledge (46%). 
Fourteen percent said they wanted to sell their 
products and services while 9% wanted to link  
with other organisations or find business partners. 
Other reasons given included: 
•  Make contact with the larger agricultural 
community; 
•  Educate farmers on new farming technologies  
and the use of certified genuine seeds; 
•  Inform farmers about the availability of high 
yielding products; 
•  Emphasise the importance of good agrochemicals 
and pesticides and their safe use; 
•  Create public awareness about coffee production; 
•  Show what the agriculture sector can offer farmers; 
•  Provide extension services and increase knowledge. 
Banking on women
KLPA had the privilege of hosting the 
Managing Director of the Kenya Women 
Finance Trust (KWFT) bank, Mwangi 
Githaiga, whose organisation had also 
sponsored the event. 
KWFT partnered with KLPA to target 
citizens without bank accounts, with the 
objective of becoming one of the best banks. 
Githaiga accepted that it was a challenge to 
reach farmers because as a bank they did not 
have the skills needed to organise events, like 
the exhibitions and field days that KLPA 
organised, that could bring them into close 
contact with farmers.
During the exhibition KWFT staff 
distributed fliers containing information 
about their various products and services. 
Farmers were able to get training on the 
benefits of banking and how they could 
access credit via KWFT to finance  
farming activities.
KWFT succeeded in registering 1,000 
farmers who appreciated the information 
and assistance they were given. “KLPA has 
done a tremendous job in organising this 
kind of event where a bank like KWFT can 
meet farmers,” Githaiga explained. “It has 
increased our regional customer database 
and this information will help us improve 
small-scale farmers’ livelihoods. The 
partnership we have entered into with 
KLPA is going to have a positive impact  
on the agriculture sector”.
Mwangi Githaiga, managing 
director of the KWFT Bank, 
during the Laikipia Trade Fair
Right Mini forums and 
Farmer Field Schools
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Above Tassels Dairy Farm 
training on dairy farming
“The trade fair has increased our 
regional customer database and  
this information will help us improve 
small-scale farmers’ livelihoods.”
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Impact, sustainability and relevance
All over the country, KLPA’s trade fair programme 
has been a success and resulted in a large turnout of 
exhibitors and farmers. The positive impact of the 
KLPA agribusiness trade fair on farmers is reflected  
in increases in farmers’ yields and income. Farmers no 
longer practice farming for household consumption; 
they now see agriculture as a business.
Farmers have been able to access legitimate 
agricultural products for their livestock and crops  
and receive training that has helped them improve 
their yields and farming activities. Through the 
iShamba information service, KLPA members also 
receive weekly weather updates that help them plan 
farming activities. 
The trade fair also benefited companies. Sales have 
increased since the field days enabled companies to 
come into contact with potential markets and 
distributors in various regions. During the fairs, 
companies also received real time data on regional 
farming activities which enabled them to monitor  
and increase sales.
As the producers’ voice in Kenya, KLPA is able  
to carry out such trade fairs and its county offices  
make sure that farmers continue to receive relevant 
information and are kept up-to-date on various 
farming activities. The county offices have also 
contributed to increasing KLPA’s visibility which  
has helped it run these programmes and secure the 
support of partners and sponsors able to facilitate the 
funding of the trade fairs that have been so beneficial 
for farmers. 
Despite the successes of the trade fair, one of the 
difficulties KLPA experienced during the one-day 
event was the limited amount of time available to 
cover training in certain aspects of the value chain. 
Time management was also a challenge and illiteracy 
sometimes made communication difficult. And there 
were other challenges:
Caleb Atuya works as Sales and 
Marketing Program Officer at the 
Kenya Livestock Producers 
Association, KLPA.  
E-mail: mail2caleb2010@yahoo.com
•  Some of those attending did not pass through the 
registration desk and their details were never 
recorded.
•  There were financial constraints including the  
cost of ferrying farmers from their villages, feeding 
exhibitors and arranging accommodation.
•  Fatigue because of the long distances some farmers 
and exhibitors had to travel.
•  There were challenges in finding a venue that would 
satisfy all parties and this resulted in favouring 
farmers more than exhibitors as the final venue was 
not near a major town where accommodation was 
readily available. 
•  Some buses were late or didn’t turn-up to ferry 
farmers to and from the trade fair.
Recommendations
Our work has shown that donor organisations and 
NGOs need to support and allocate funds for future 
exhibitions and field days to enable the organisation to 
run its programmes more smoothly. This would help it 
reach a larger number of farmers. Exhibitions need to 
be held at central venues so that attendees do not have 
to travel long distances.
Tight security must be deployed in regions where 
exhibitions are being held to increase security 
confidence, and organisers should liaise with county 
governments to ensure feeder roads are accessible and 
passable. At the same time, stricter ways of capturing 
attendee details should be devised as many people who 
attended did not register. More publicity – using radio, 
TV and roadshows prior to the trade fair – would 
attract farmers and exhibitors. 
This is one of the results of the process started by the 
“Capitalization of Experiences for Greater Impact in  
Rural Development” project, implemented by CTA,  
FAO and IICA and supported by IFAD.  
http://experience-capitalization.cta.int
Country: Kenya 
Region: East Africa 
Date: June 2017 
Keywords: Livestock; markets; 
trade fairs; extension
MAIZE SHELLING:  
A GOLDEN OPPORTUNITY 
IN THE BATTLE TO IMPROVE 
LIVELIHOODS AND FOOD 
SECURITY
Irene Joel 
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Project history
The project started in the Kilosa district in May 2013 
and will run for 5 years – ending in 2018. Trans-SEC 
is supported by the funding initiative Securing the Global 
Food Supply – GlobE, and is embedded in the 
framework of the National Research Strategy Bio Economy 
2030 programme. Seven German research institutes, 
two CGIAR research centres from Kenya and the 
USA, and five Tanzanian institutes – including 
MVIWATA – are involved in the Trans-SEC project. 
The project is designed to identify successful strategies 
and innovations that will upgrade food security along 
local and regional food value chains. Once identified, 
these will be tested and adjusted to become  
site-specific, and tailored to be disseminated regionally 
as well as nationally. 
In order to achieve these objectives, two village sites  
were selected. From the Kilosa district of the Morogoro 
region, the villages of Changarawe and Ilakala were 
selected and from the Chamwino district of the Dodoma 
region, the villages of Ilolo and Idifu were selected. 
As part of the process towards improving the food 
situation for the most vulnerable rural populations,  
13 upgraded strategies/innovations were selected  
by farmers in collaboration with scientists. A total of 
seven upgrading strategies were selected in Kilosa 
district – one of them being improved maize processing.
M aize is the staple food crop and most commonly grown in the Kilosa district in Tanzania.  
Ilakala and Changarawe are among the main 
maize-producing villages. However, the villages face 
increasing constraints when it comes to post-harvest 
maize processing. Farmers’ incomes are low, 
production is labour intensive and, in addition, there  
is a need to improve shelling practices. Limited 
knowledge about better processing methods has also 
led to declining maize productivity. Because of this, 
MVIWATA, the national network of small-scale 
farmers groups, together with researchers from 
Germany and Tanzania, visited the villages to try  
and find ways of addressing these problems. 
They found that people were shelling maize manually 
and that this contributed to high post-harvest losses. 
The concept of machine maize shelling was promoted 
to the villages via the Trans-SEC project, which aims 
to introduce innovative strategies to safeguard food 
security through technology and knowledge transfer. 
In the interests of sustainability, researchers and 
MVIWATA decided it would be wise to create 
business models that would generate income for 
farmers and continue to improve their livelihood  
even after the project ended.
The national network of small-scale farmers groups in Tanzania, 
MVIWATA, has partnered with researchers from Germany  
and Tanzania to promote machine maize shelling in groups,  
in two villages in the country. Group management, leadership, 
financial and enterprise management training has been 
provided to the groups in order to help them run their maize 
processing units as businesses. 
Cover Facilitator describing 
maize shelling group criteria 
during the group formation 
process 
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operations. “It’s not until we did it, that we realised it’s 
important” said one of the researchers during a project 
stakeholder workshop.
To encourage business growth, MVIWATA and other 
researchers thought it would be good to operate in 
groups. Thus, in September 2014, farmers were 
organised into groups based on criteria that had been 
set during the participatory research process. The 
criteria required to be a part of the maize shelling 
group were as follows: 20 farmers were needed to form 
the group; the farmers had to have the ability to 
contribute to the cost of buying a maize sheller worth 
around TZS 6 million (€2,300), and they had to 
operate the machine in a business-like manner. Two 
maize shelling groups were formed, one from each 
village. Twenty-two farmers joined the group in 
Ilakala village and 28 farmers joined the group in 
Changarawe.
After the groups had been formed, several awareness 
training sessions were held. These aimed at building 
up farmers’ business management capacities. 
Trainings relating to group management and 
leadership were held every 6 months, whilst training in 
financial and enterprise management took place every 
3 months. There were also two trainings on the use 
and maintenance of the maize shelling machine once 
it had been purchased. During business 
implementation, farmers were also provided with 
training on marketing and promotional strategies.
The next step was participatory business development 
and this process began with developing a business 
plan, by both researchers and farmers, for the 
In 2013, with Tanzanian and German researchers, 
MVIWATA surveyed the Ilakala and Changarawe 
villages and randomly identified potential farmers 
they would work with in each village. The selected 
farmers were then brought together with researchers 
to discuss how to improve their livelihoods. Using a 
participatory research methodology, it was important 
that farmers could voice their needs and come up  
with the best ways to address them, as well as strategy 
implementation. Their identified needs included 
environmental conservation, income generation, 
improved nutrition, post-harvest loss reduction and 
increased crop productivity. More specifically, 
farmers’ needs and strategies to meet them included: 
improving cooking stoves, household nutrition and 
kitchen gardening; optimising market-oriented 
storage; using byproducts to generate bioenergy; 
harvesting rainwater and micro-dosing with fertiliser; 
as well as the integration of poultry. Improved maize 
processing – the so called ‘maize shelling business’  
– was seen as particularly important. 
The maize shelling business:  
a need-to-know approach
To ensure success of the maize shelling businesses,  
the roles of each stakeholder implementing the strategy 
were defined. For instance, farmers had to contribute 
to the purchase of the maize shelling machine, 
MVIWATA had to facilitate the purchasing process  
as well as oversee the business operation, while the 
researchers were responsible for providing technical 
assistance and delivering insights into business 
Group name Location Revenue 2015 Revenue 2016
Maize shelling Ilakala village 44 bags @ TZS 3,000 
= TZS 132,000 (€50)
900 @ TZS 3,000  
= 2,700,000 (€1,030)
Maize shelling Changarawe village 310 bags @ TZS 3,000  
= TZS 930,000 (€355)
0
Total 1,062,000 (€405) 2,700,000 (€1,030)
Table 1: Income generated by each group over a 2 year period
Group income generation was  
around TZS 2 million per month
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shelling at the end of May and Changarawe village 
started at the end of July. 
Overcoming a few difficulties
The low rate of participation of older farmers was 
among the difficulties faced by the project. Fewer older 
community members than expected became involved 
in the maize shelling upgrading strategies because of 
the fact that they would have to contribute to buying 
the sheller. In Ilakala village, for example, only eight  
of the 22 farmers managed to contribute, which meant 
the group became smaller in size.
Project organisers also came to realise that because 
much of the information being given was new to the 
farmers, more training was needed than had originally 
been planned. However, not all group members 
attended the training meetings, especially during the 
season when farm land had to be prepared, and this 
effected progress.
A further difficulty was that because the maize sheller 
had to be moved from one place to another, machinery 
such as tractors were required to transport the sheller. 
However, few tractors were available in the villages 
and hiring them was expensive. 
It gradually became clear that some farmers had 
chosen strategies without having a clear understanding 
of their implications in terms of finance and 
organisation. The criteria used by the project had been 
the need to improve farmers’ livelihoods, diversify 
family food options and generate an increase in 
income. However, although the demand for maize 
shelling services increased, nothing could be done 
during periods of drought. 
An important result of the introduction of the maize 
sheller has been that it has eased the workload for 
women. This is because considerable strength is 
needed to operate the machine, and therefore a large 
part of the work is carried out by men. In addition, the 
maize shelling business is seasonal, which makes it 
possible for both male and female farmers to involve 
themselves in other economic activities off-season. 
purchase of a maize shelling machine. During the 
planning process, it became clear that the projected 
business would be worthwhile. Farmers agreed to 
contribute 20% of the total cost of purchasing and 
transporting the machine, with the project 
contributing the rest on a credit basis. To build their 
confidence and power of negotiation, farmers were 
linked to maize sheller producers. Farmers selected a 
few representatives who, together with MVIWATA 
and a maize machine expert from Sokoine University 
of Agriculture, purchased two machines – one for each 
village. These machines were then transported to the 
villages where farmers were trained in their use and 
maintenance so they could start their business.
The business
In July 2015, both groups starting processing, however 
during the second season only one group could 
continue their business because floods had affected 
maize production in the other village. Promotion and 
marketing of the maize sheller to the community was 
the starting point of business, and market availability 
was key to success. The development of a business 
plan, in addition to the support from researchers and 
MVIWATA, had enabled effective business 
implementation. Training that dealt with financial 
and enterprise management had built farmers’ 
capacities to develop their own businesses. This 
process required resources and materials including 
money, stationary and transport facilities.
Group income generation was around TZS 2,000,000 
(€760) per month during the maize harvest peak and 
around TZS 800,000 (€305) at the beginning and end 
of the harvest. The harvesting season was 4 months  
for Ilakala village. Changarawe village had two 
harvesting seasons – a long season of 4 months and a 
short one of 2 months. Forty percent of the income 
generated was used to pay for the tractor needed to 
transport the machine. Fuel was another cost, while 
20% went on machine loan reduction, 30% on group 
labour and 10% was reserved as savings to support 
other group activities.
Table 1 shows how income increased over time as a 
result of the growing number of customers, good 
maize shelling services and the publicity given to the 
business. However, in 2016, the revenue derived from 
the maize sheller in Changarawe was zero due to 
floods. In 2017, the group in Ilakala village began 
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In Uganda, the national farmers federation has  
partnered with USAID to counteract the main cause of  
low productivity in the country – counterfeit agricultural 
products. The programme trains farmers and other 
agricultural stakeholders on the identification of counterfeit 
chemicals, fertilisers and seeds to increase their technical 
knowhow and reduce the occurrence of poor harvests. 
of technical knowhow and poverty, many farmers 
continue buying decanted chemicals, seeds and 
fertilisers measured in small quantities in polythene 
bags and not in their original containers. They only 
realise seeds are counterfeit after they fail to 
germinate, or when a chemical has not worked on  
the target organisms and a season’s production has 
been lost.
Farmers and other stakeholders were eager to learn 
how they could identify genuine agricultural inputs 
from counterfeit products. Law enforcement 
authorities also needed more information to develop 
legislation to deal with counterfeit and fake inputs.
Project location and participants
UNFFE mobilised farmers to take part in a one-day 
district-based training of trainers (ToT) session 
through their district farmers’ associations in 28 
districts, namely, Bushenyi, Busia, Gulu, Ibanda, 
Iganga, Isingiro, Jinja, Kabale, Kamuli, Kapchorwa, 
Kasese, Kiboga, Kiryandongo, Kisoro, Lira, 
Luweero, Manafa, Masaka, Masindi, Mbale, 
Mityana, Mubende, Oyam Rakai, Sembabule, 
Sironko, Soroti and Tororo. These districts were 
selected because they were heavy consumers of 
agricultural inputs and also, more specifically, because 
they were among the districts where the Feed the 
T he Uganda National Farmers Federation (UNFFE),  in partnership with USAID’s Feed the Future 
Agricultural Inputs Activity, has been involved in a 
year-long partnership project which started in March 
2016. The project spearheaded a country-wide campaign 
against counterfeit and fake agricultural inputs in 
Ugandan markets, and the continuing problem of low 
productivity despite farmers’ investments.
Previously, to counteract the problem of low 
productivity, UNFFE trained farmers and advised 
them on good agricultural practices, but without 
tangible results, the federation’s leadership was 
alarmed. The continued failure to improve 
productivity irrespective of efforts by a number of 
development partners prompted UNFFE, the largest 
membership-based farmers’ organisation in the 
country, to instigate a baseline survey focused on 
getting to the root cause of low productivity and the 
failure to meet market demands. 
The survey revealed that in addition to climate 
change, one of the major challenges affecting 
agricultural productivity in Uganda was counterfeit 
agricultural products. Many input dealers have in 
stock – knowingly or unknowingly – fake crop seeds 
and adulterated chemicals and fertilisers. Because 
farmers, especially the majority of small-scale 
producers, are unaware of this, many have fallen 
victim to losing their entire crop. And, due to a lack  
Cover Farmers in Amuru 
Subcounty Gulu district 
struggling to identify the 
counterfeits from the genuine 
chemical inputs
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The UNFFE team would use these plans to monitor  
the implementation of training in sub-counties. 
Participants were also given training materials  
and a small contribution towards travel costs.
Farmers groups were then trained in five selected 
sub-counties per district. These sub-counties were 
selected by the district teams and the criteria used 
included representation and attendance at the ToTs,  
as well as the level of inputs being used by the farmers 
in the sub-county concerned. On average, 200 farmers 
were reached within each sub-county totaling 1,000 
farmers per district.
Focus group discussions were used with farmers’ 
groups at village level depending on the number of 
farmers groups. This system was selected because it 
made it possible to reach grassroot farmers and ensure 
the participation of all group members.
Monitoring and evaluation (M&E) visits were made to 
six randomly selected districts and two districts from 
each of the regions targeted. In phase one, these were 
districts in the east, west and north, and in phase two, 
five districts were visited, two in the south west, two in 
the far east and one in the north. Although UNFFE 
had easy access to central areas, they decided to carry 
out M&E visits in the more remote areas, and designed 
their selection process to eliminate bias.
In addition to the ToTs, mass campaigns were carried 
out using radio programmes, television wiggles and 
mini-buzz as well as posters and fliers. These mass 
campaign methods were adopted because of their 
ability to reach a huge population in a very short time 
with limited resources.
Future Agricultural Inputs Activity programme  
was working. 
The participants selected as trainees included farmers 
as the main beneficiaries of the project and end users 
of the inputs, extension agents as trainers at the 
grassroot level, local leaders who could help mobilise 
farmers and support the establishment of district 
ordinances, and government officials who could 
stimulate participation as well as monitor value chains 
for compliance. Religious leaders able to disseminate 
relevant information to different demographics were 
also approached. 
Law enforcement officers were involved in the sessions 
to help ensure compliance to the standards set. 
Agro-input dealers, who are the major suppliers of 
inputs and the major link between manufacturers, 
stockists and the media, also provided, reported and 
disseminated information.
Training topics and methodology
Five major topics were selected for training: the 
identification of counterfeit chemicals and fertilisers; 
counterfeit seeds; management of empty input 
containers, including chemical bottles, tins and bags  
of seeds; laws and legislations relating to counterfeits, 
and a general introduction to electronic verification 
(e-verification) that is used for the purchase of inputs.
The one-day ToT session targeted 30 participants  
per district. Its objective was to deliver knowledge  
and training skills to selected teams so that they  
would be able to provide training to others. 
Participants were divided into five groups so they 
could make their own action plans for rolling over  
the campaign in their respective districts.  
The first report in September 2016 
indicated that more than 10,000 
people had been reached within 
just 7 months.
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must be thoroughly scrutinised. Trainers are needed 
who can create a level of urgency that will motivate 
trainees to effective action. 
Since this is a multi-sectoral approach, if some people 
do not understand the subject matter sufficiently, 
trainees can get the wrong message and this will 
negatively affect the entire project. One day is 
probably insufficient for a ToT that is able to produce 
trainers who can efficiently implement activities at the 
smallholder level.
In an important intervention like this one that affects 
the entire nation, and probably the whole of East 
Africa, it is imperative to increase coverage so that 
conclusions can be made about the relevance, 
effectiveness and impact of the project. In Uganda, 
Project results
The phase one project report in September 2016 
indicated that more than 10,000 people had been 
reached within just 7 months. 
All in all, project implementation and the general 
campaign has shown that an increasing number of 
farmers now have the ability to identify fake inputs 
from genuine ones, and farming communities are  
now demanding quality agricultural inputs.  
However, there are challenges involved in 
implementing agricultural input control. 
The multi-directional extension approach brings 
different partners and stakeholders on board. 
However, in the ToT selection process, trainees  
A few opinions
According to 57-year-old George Okalo, 
one of the ToTs from Iceme sub-county in 
Oyam district, regulations governing 
counterfeits need to be seriously enforced 
by the authorities and the culprits 
prosecuted.
During our face-to-face interactions with 
him in March 2017, he said, “I have live 
testimonies from the people I trained from 
the market. This testimony is from James 
Owinyo of Obutu village, Awumo parish 
in Iceme sub-county. James bought a 
herbicide from a mobile trader at a low 
price. It resembled one he had bought for 
a higher price in town from a shop in the 
trading centre. On using the herbicide, 
however, it failed to work on the weeds, 
which annoyed James very much and he 
vowed to arrest this trader if he ever 
surfaced in the area again.” 
James told George his story in the 
presence of Tina Akin, a local input 
dealer who works at the Iceme trading 
center and a ToT sent to James’s village  
to train farmer groups. “When I listened 
to James’ pleas, I told him to always buy 
inputs from reputable shops like mine  
to avoid fake inputs,” said Tina.
Detective Constable Julius Silver Ojanga, 
who works with Ikaali Police, is one of  
the officers who attended the ToT at 
Manafwa in November 2016. On 
returning from the training, he trained  
a number of people on how to avoid 
counterfeits and fake agricultural inputs 
at the Ikaali parish farmers’ market. 
During an M&E visit to Julius’s parish on 
14 March 2017, he indicated that farmers 
had been suffering a lot from fake inputs 
before the start of the project. “Affected 
farmers would shying away from giving 
information to the police because even 
some police officers were not fully aware 
of the laws they should enforce to 
prosecute the culprits,” said Julius. 
However, after the training, he started 
receiving complaints from farmers about 
dealers selling fake inputs, although they 
still wanted to provide the information 
secretly. The officer further states that his 
inclusion in the training as a policeman is 
a clear indication that the government is 
aware of this programme and wants to 
help farmers respect the advice being 
given. He felt that more police officers 
should be involved to support the smooth 
implementation of this important 
campaign. Due to the advantages he 
himself has observed, Julius is willing  
to put extra effort into making the 
programme successful although he  
has not been allocated specific time to 
continue training farmers about these  
fake inputs.
According to Peter Balinaine, district 
coordinator for the Kamuli District 
Farmers Association, many farmers are 
asking for information about genuine  
and trustworthy dealers.
“Before the training, many farmers in my 
district could not identify fake products 
from genuine ones, however, after the 
training and after finding one of the  
big input dealers in our town with  
fake inputs, many farmers are now  
asking where to find genuine and trusted 
dealers,” said Peter during an M&E visit  
to Kamuli in September 2016.
John Mugera, district coordinator for the 
Masaka District Farmers Association 
indicated that in a bid to avoid practices 
that encourage faking inputs, farmers in 
Kabonera sub-county will buy seeds and 
chemicals together as a group and in this 
way, avoid counterfeits that have been 
decanted and sold in small measurements 
and not in their original containers.
“During the training at Kabonera 
sub-county headquarters, farmers realised 
that fake inputs are often sold in small 
quantities and not in their original 
containers. So in an effort to eliminate this 
loop hole, farmers have proposed to collect 
money and buy seeds and chemicals in 
large quantities as a group, to avoid small 
measures of chemicals in mineral water 
bottles and small polythene bags that are 
not factory made containers,” says John. 
“And there is a need for farmers who have 
been trained to continue training fellow 
farmers through the use of the farmer-to-
farmer extension methodology,”  
he continued.
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Stakeholders should continue engaging and lobbying 
government to ensure that any regulations put in  
place are fully implemented, and regulations against 
counterfeits must be fully enforced for quality 
assurance throughout the value chains of the  
products concerned.
A multi-directional, multi-sector extension approach 
is strongly recommended and one that aims at the 
adoption and promotion of important technologies 
like the e-verification, which is working effectively in 
the campaign against counterfeit agricultural inputs 
in Uganda.
there are 113 districts and only 28 have been covered 
by this project. This sample might not be sufficiently 
representative for what is happening in the country  
as a whole.
To stop confusing consumers, companies that have 
registered for e-verification – especially the seed and 
chemical distribution companies – must ensure that 
their products no longer appear on the market without 
e-verification stickers. If products with different 
standards continue to appear on the market, it 
confuses unsuspecting consumers, the majority of 
whom are less literate farmers.
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of the Training and Agricultural 
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Left Facilitating during  
the anticounterfeit campaign 
at Sembabule district, in 
attendance were security 
leaders and law enforcement 
officers from the district 
Right Nansamba Babra,  
one of the input dealers in 
Bukulula Masaka, testing 
the e-verification code named 
Kakasa after undergoing 
training
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DJIBOUTI OPENS ITS 
DOOR TO KENYAN 
DAIRY GOATS 
Stephen Mukundi Njagi
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A pilot project, which has imported 45 improved dairy 
goats from Kenya to Djibouti, is providing new and lucrative 
markets to small-scale goat breeders in Kenya. The project 
partners are also assessing the performance of the 
adaptability of the Kenyan goats to Djibouti by monitoring 
their health, milk production, breeding and feeding. 
T he Kenya Livestock Producers Association (KLPA) is an apex body of livestock producers in Kenya. 
One of its objectives is strengthening the market 
linkages of its farmers and other members. This 
objective became a reality when the Djibouti Agro-
Pastoral Association (DAPA) set out to implement a 
pilot project importing 45 dairy goats bred by Kenyan 
dairy goat farmers. The project, which was funded by 
the Food and Agriculture Organization of the United 
Nations (FAO) and facilitated by the Eastern Africa 
Farmers Federation (EAFF), together with other 
stakeholders, aimed to find out whether these dairy 
goats could be productive in Djibouti. 
Dairy goats in Kenya
The Dairy Goats Association of Kenya (DGAK)  
is an active member of KLPA. It ensures that its 
16,000 members, who rear between 3–50 dairy goats, 
produce and rear the best dairy goat breeds. 
According to DGAK, Kenya exported dairy goats 
worth US$180,000 (€155,000) in 2014, compared to 
US$250,000 (€215,000) in 2013. Despite good sales, 
there was a drop in prices, with a 4-month-old goat 
fetching about US$100 (€85) while older ones were 
priced at US$250 (€214) or more.
The main breed of dairy goat in Kenya is the Kenyan 
Alpine, which originally came from the French Alpine 
blood line, but has been bred to local conditions. 
Seventeen goat breeders across Kenya introduced 
semen from the French Alpine breed through a  
project funded by the German development agency, 
Gesellschaft für Technische Zusammenarbeit (GTZ). 
“Pedigree goats are ready for the international market 
from 10 months of age. About 70% of pedigree dairy 
goats give birth to twins,” revealed DGAK Chairman 
Julius Kang’ee.
“The association has been upgrading local breeds with 
bucks sourced from Germany since 1992,” Kang’ee 
said. “And because of the mix of indigenous and exotic 
characteristics, survival and high yields are achievable 
if farmers practice proper animal husbandry. 
The project in Djibouti involved small-scale farmers 
exporting the goats by air. This was the most preferred 
mode of transport because a four-year buck can weigh 
up to 100 kg while a female can reach 70 kg. Kenyan 
farmers are not interested in keeping the goats because 
they think dairy cattle provide more returns,” he 
explained. The export procedure entailed market 
identification, the mobilisation of farmer groups, 
securing and procuring dairy goats, moving them 
from the holding grounds to Jomo Kenyatta airport 
and then airlifting them to Djibouti. Several key 
stakeholders were involved in this process.
Cover A proud Peter Maina 
owner of the goat farm feeding 
his livestock at his farm in 
Kirinyaga County
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Securing and procuring  
dairy goats 
DAPA officials first visited DGAK, facilitated by 
KLPA and EAFF, in June 2015. There was a follow  
up meeting involving FAO delegates in September 
2015. These meetings identified the Sagana area of 
Kirinyaga County in central Kenya as the most 
appropriate region to provide goats that met the 
required specification. The region was considered to 
have similar climatic conditions to some parts of 
Djibouti, and KLPA and DAPA signed an agreement 
to start the process.
At least 10 dairy goat farmers groups who were 
members of DGAK from the proposed Sagana area  
in Kirinyaga County were identified, and a meeting 
with group chairpersons was held in January 2015 in 
Sagana town. The objective of the meeting was to 
create awareness so that the whole procedure could be 
understood and relevant information shared between 
chairpersons. Farmers with the best goat breeds were 
identified and the process of selection and key logistics 
were agreed upon.
In February 2016, the best dairy goat breeds from 
selected farmers were identified. The criteria used 
were guided by specifications provided by FAO and 
the DAPA. Identification and inspection of the holding 
ground was undertaken at the end of February 2016. 
This was done by identifying and selecting champion 
farmer Peter Maina. He had enough space and was 
also selected to provide the goats. The holding ground 
was inspected by national and county governments as 
well as by KLPA and DGAK experts. Selected goats 
were also inspected by DAPA at the beginning of 
March 2016. 
Vaccination, immunisation, tagging, hoofing, securing 
of permits from the veterinary department, getting 
blood samples from goats and securing quality feeds, 
were all some of the activities carried out immediately 
after this inspection, and were completed by April 2016. 
These measures were taken to ensure that the goats did 
not contract diseases during their stay at the holding 
ground. Tagging was carried out for documentation 
purposes and to ensure effective traceability.
“The rearing of pedigree goats in this area started on a 
high note and it goes well with us. We were contracted 
by KLPA to export hybrid goats and we carried out 
goat selections,” said Mr. Joseph Gachingiri, 
Kirinyaga County Director of Agriculture during  
the inspection process. However, according to Mr. 
Gachingiri this was not easy. At first they had to take 
blood samples from all of the goats so they could be 
tested at the Karatina veterinary lab for five diseases. 
All the tests done on pedigree goats proved successful. 
The goats were transported by road from Sagana to 
Jomo Kenyatta International Airport by a selected 
transport service provider, and then transported by air 
to Djibouti. The dairy goats were transported by air 
because this was the most suitable way of transporting 
live animals over long distances because the travel 
time was comparatively short. 
An export agent worked closely with relevant 
authorities to handle the dairy goats’ certification and 
to ensure export value. FAO and DAPA had arranged 
the flight cargo after the airlifting date was agreed on 
by all stakeholders and clearance had been given.
After export, DAPA worked closely with the dairy goat 
farmers in Kenya who helped settle the goats in once 
they had arrived in Djibouti. The following support 
services were provided:
Left One of the pedigree she 
goats feeds on chopped shrub 
at the well maintained 
livestock farm off the Sagana 
Meru highway in Kirinyaga 
County 
Right Julius Kang’ee 
Chairman DGAK (left),  
and Ahmed Daher Okieh 
DAPA (right) at his farm in 
Sagana Kirinyaga County
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bush and tree branches They also ‘scavenge’ on 
discarded leaves, fruit and root peelings as well as the 
roots of vegetables, maize husks and other waste plant 
materials. This adaptability enables them to survive in 
urban and rural areas as well as in feed-scarce times. 
They are resistant to tick-borne diseases such as 
anaplasmosis and babesiorsis, and they are not affected by 
the deadly East Coast Fever. This means farmers have 
fewer expenses as far as drugs are concerned than they 
would have had if they kept cattle. 
A dairy cow produces far more milk than a goat.  
A goat yields between 1.7 l and 7 l per milking. One 
liter of goat milk retails at between Ksh 100 (€0.8) and 
Ksh 120 (€1) in local markets, while cow’s milk only 
fetches Ksh 50 (€0.4) per liter. Going by the price the 
upgraded goats fetched in Djibouti, six goats can 
comfortable fetch between US$1,500–2,000 (€1,290–
1,700), which is the same price as a dairy cow. Goats 
can also produce twins and this can give a farmer 
greater returns per year given that a goat’s gestation 
period is 3 months while a cow’s is 9 months. 
a.  Housing: to ensure that the housing was 
appropriate and adequate for the goats;
b.  Feeding: to ensure that feeding regimes were 
sufficient for the goats;
c.  General management: to ensure the goats were 
well-handled once they arrived in Djibouti;
d.  Research: since this was a pilot project, it was 
important that there was a system to assess how the 
goats were performing in Djibouti by monitoring,  
for example, their health, milk production, breeding 
and feeding. 
Economic and social benefits
Despite their small size, goats are very productive.  
For instance, a farmer can comfortably raise six dairy 
goats in a space that would normally be needed for one 
dairy cow. The National Farmers Information Service 
says that it is easier to feed goats than cows. Goats 
consume a wide variety of grasses, weeds and small 
Left First generation French 
Alpine dairy goats 
Right Second generation 
French Alpine dairy goats
“A good choice”
A few kilometers off the Sagana-Meru 
highway in Rukanga Sub-location, 
Kirinyaga County, a model farmer  
has benefitted financially from his  
24 pedigree goats. 
Peter Maina’s farm is well maintained, and 
he keeps to the very high health standards 
required by the authorities for those keen to 
export dairy goats. The small farm 
compound is enclosed by a wooden structure 
designed to ensure the safety and good 
health of the pedigree goats that are in high 
demand, both locally and internationally. 
According to Maina, his farm is a temporary 
home for the healthy exotic goats waiting to 
be exported to Djibouti, where they will 
fetch a good price.
“It is a year ago that I started rearing 
upgraded goats and now I count myself lucky 
because my goats have been approved for 
export,” Maina says proudly. His farm was 
selected as one of the holding grounds for 
upgraded goats in Kirinyaga County. 
A herder at Maina’s farm, Joseph Machira, 
says that the move to rear upgraded goats is 
paying dividends and is a model for livestock 
farmers in the county and beyond. He says: 
“I also have my own goats on this farm and  
I can say my life has changed. I started with 
two goats, then advanced to 10 upgraded 
goats, and so far I have sold seven of them.”
According to Maina, rearing pedigree goats 
was a good choice because of the good 
income he has been able to get since he 
started the business. The only major 
challenge is the inconsistent insurance 
services for goats in the region.
Peter Maina
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“The export opportunity arose due to the demand in 
Djibouti at a time when the Horn of Africa decided to 
stimulate dairy goat farming among small-scale 
farmers,” said EAFF’s chief executive officer Stephen 
Muchiri. He is convinced that this will increase 
revenue and alleviate the poverty experienced by 
small-scale farmers. “This will ensure that small-scale 
farmers connect with regional traders to 
commercialise their farming. With the dairy sector 
under constant threat from climate change, this 
initiative could not have come at a better time and 
offers support to farmers in the region who must 
abandon pastoralism,” added EAFF’s president  
Philip Kiriro.
More than economic significance
Kenya is known as a country that exports tea, coffee 
and horticultural products. However, it will now begin 
to ship livestock, and goats in particular, following the 
collaboration between KLPA and DDAK who have 
come together to boost the livestock sector. Thierry 
Ntambwiriza, an FAO official, lauded the Kenya-
Djibouti trade partnership. “The export of dairy goats 
to Djibouti is not only economically significant, but it 
will boost people’s health,” he says. “Dairy goats have 
the capacity to produce enough milk for domestic 
consumption and sale, and help in combating food 
insecurity.” Ntambwiriza also believes that the export 
of upgraded dairy goats will motivate smallholder 
farmers and address issues of climate change. 
According to Ntambwiriza, Kenya has become the 
choice country to export upgraded goats due to its 
verified improved breeds. He commended Kenya for 
the goat management efforts that have created 
demand and the transfer of technology. Patrick 
Kimani, KLPA’s chief executive officer, also 
acknowledged that there is a considerable demand for 
pedigree goats due to farmers’ innovations. He urged 
local farmers to become involved in this type of 
agricultural commercialisation because he believes 
that Kenya’s small-scale farmers have the ability to 
exploit international markets.
Stephen Mukundi Njagi works  
as Programme Officer, Finance and 
Projects, at the Kenya Livestock 
producers Association, KLPA.  
E-mail: snjagi@klpakenya.org
Despite their small size, goats are very 
productive. For instance, a farmer can 
comfortably raise six dairy goats in a 
space that would normally be needed 
for one dairy cow. 
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A MORE SUSTAINABLE  
AND PRODUCTIVE LAND 
MANAGEMENT APPROACH
Remmy Urio
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In Tanzania’s Ludewa district, poor agricultural practices 
have damaged the environment, leading to low agricultural 
productivity and food insecurity. To reverse this damage, 
training was provided to 120 groups of farmers across the 
district, enabling farmers to triple their yields, increase their 
incomes, and restore their environments.
S oil erosion resulting from farming on sloping terrain, mining of soil fertility due to continuous cultivation 
with limited application of inorganic or organic sources of 
soil nutrients, or the deforestation and the overgrazing of 
rangelands, has caused low agricultural productivity, 
widespread poverty and food insecurity in the Ludewa 
district of southern Tanzania.
To find ways of achieving more sustainable and 
productive land management in Ludewa, Mtandao  
wa Vikundi vya Wakulima Tanzania (MVIWATA), an 
organisation that represents Tanzania’s smallholders 
and whose objective is to improve their livelihoods, 
established the Lake Nyasa Ecosystems and 
Livelihood Project. 
MVIWATA’s approach has been to encourage the 
development of a supportive policy and institutional 
environment, as well as to introduce technological 
strategies that can be adapted to the heterogeneous 
landscapes and diverse biophysical and socio-
economic conditions that characterise the  
area. The project began in 2011 and is still being 
implemented. 
Project implementation 
The district of Ludewa is in the Njombe region of  
the Southern Highlands of Tanzania. The project’s 
objective was to stimulate agricultural production  
by introducing improved and appropriate land 
management practices, increasing farmers’ access  
to remunerative markets and financial services,  
and create an awareness of the effects of climate 
change and how climate-smart farming strategies 
could help mitigate the most serious effects. 
Twelve Ludewa villages (120 groups with 1,332 
members; 552 men and 780 women) were selected 
because of their geographical location and 
environment, and because they were among the 
areas most affected by soil erosion caused by human 
activity. The local government (12 local government 
representatives) are participating in project 
implementation. 
Cover Work at the tree 
nursery developed by 
Tshikamane groups from 
Kiyombo village 
Left A farmer developing a 
terrace on his farm to decrease 
the rate of soil erosion
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Farmers were given 45 kg of pine tree seeds and the 
tools and inputs needed to establish nurseries. As a 
result, 15 tree seedling nurseries were established by 
15 groups from the 12 villages involved. The use of 
improved cooking stoves that use less firewood and 
charcoal was also promoted because this would 
reduce the number of trees being destroyed. Many 
households were quick to adopt the new stove. 
“Water sources started to 
rejuvenate”
Among the main achievements of the project was  
the fact that out of 16 villages initially targeted, 12 
villages – Itundu, Kiyombo, Ligumbiro, Lufumbu, 
Lupanga, Lusala, Mapogoro, Mavala, Milo, Mkiu, 
Mlangali and Utiriri – with a total of 120 groups, 
agreed to participated in the project and became 
members of MVIWATA. 
After training, the farmers involved started to 
develop their own rules and guidelines to protect 
their environment and water sources, and these were 
also adopted by the local government. One of the 
decisions made was to plant trees in water source 
areas and as a result five water sources started to 
rejuvenate after having been dry for a long time.
In 2011, when the project was launched, MVIWATA 
was not established in the district so the local 
government was initially the link between 
MVIWATA and the farmers. It also helped 
MVIWATA identify and select the villages that 
would be targeted by the project. 
MVIWATA mobilised farmers into groups and 
arranged training sessions and field demonstrations. 
It also linked the farmers to the NGO, We Effect, 
which was funding the project and whose 
environmental specialist was responsible for 
organising the training. The first stage in project 
implementation was the signing of a contract with 
We Effect. Working in partnership with the local 
government, MVIWATA gradually established itself 
in the district and farmers from the selected villages 
were mobilised into groups and sensitised to the 
project’s objectives after a needs assessment had been 
carried out. 
Training sessions, which were carried out four times in 
each of the 12 villages, were based on the We Effect 
“Sustainable Agriculture Land Management” training 
manual. Farmers learned about environmentally-
friendly practices, including the use of terraces on steep 
slopes and the conservation of water catchment areas 
and water sources. 
Left The water source in 
Mavala started to rejuvenate 
after farmers planted trees 
Right In Lusala village trees 
are helping reduce soil erosion
Farmers are now able to take their 
children to school because they  
have more produce to sell.
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Another unexpected but promising result was that 
farmers were quick to notice that the impact climate 
change was having on their farms had been reduced 
since they began following climate-smart agriculture 
practices.
The project has also contributed to improving the 
livelihoods of small-scale farmers by increasing their 
income. Farmers are now able to take their children 
to school because they have more produce to sell. 
Previously this was not the case because the amounts 
produced were low and were used mainly for 
household consumption. 
Farmers are now able to build good houses with the 
income they earn from marketing their products. 
There are, however, some farmers who use the 
household income on things like alcohol and this can 
give rise to a certain amount of misunderstanding in 
their households. 
As a result of training and sensitisation, more than  
3 million pine trees have been planted since the project 
started. The pine was chosen because it is the species 
best suited to the local climate. The rate of soil erosion 
has now been reduced and, apart from protecting the 
environment, after 10–15 years the trees can be 
harvested, and one tree is worth around TZS 30,000 
(€11.50). Farmers have also started to adopt some of 
the suggested environmental practices in their 
agriculture activities. Terracing, the use of natural 
fertilisers and covering land with grasses are now 
everyday activities.
Still, inaccessible roads proved a major challenge and 
during the rainy season most of the roads to and in 
villages were impassable. This created problems 
when organising training sessions. In addition, 
organisation was made more difficult by the fact  
that the villages had limited mobile communication 
services. Most of the farmers thought they would 
receive money during the sensitisation meetings and 
because this was not the case there were farmers who 
refused to take part in the project. And funds were 
also limited, and this meant that it was not possible to 
cover a larger number of villages. Another challenge 
was finding enough funds to cover the high cost of 
some of the inputs needed, such as trees and fertilisers 
to support the establishment of tree nurseries. 
Unexpected results
During the training there were farmers from villages 
that had not been selected when the project was 
launched who nevertheless wanted to be involved. 
This had not been planned for. During the training 
sessions it also became clear that in some cases the 
level of farmers’ understanding was rather low and, 
therefore, the number of days scheduled for training 
had to be extended. 
Left In Lusala village trees 
are helping reduce soil erosion 
Right Mr Issack Nditi (left) 
from Milo village in front of 
the house he built during the 
project time
Different opinions
“The years before 2011 most of the water sources 
in our villages were drained as a result of our 
activities, but after the launching of the project in 
2011, water sources in our villages started to 
rejuvenate as result of changes in human activities 
and the planting of trees. There was a time when 
we failed to get water for domestic use but now at 
least we are getting enough water for that.”
(Mr Jacob Haule)
“Before I was getting 625 kg/ha, but now after 
putting more effort into conserving the 
environment I managed to increase the production 
of maize to 2,500 kg/ha on the same plot and this 
has helped me to get a surplus that I can sell” 
(Mrs Frida Mgaya)
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A good example
The Lake Nyasa Ecosystems and Livelihood Project, 
initiated in 2011 in the Ludewa district, has been 
successful in addressing many of the area’s 
environmental problems. MVIWATA members have 
also acquired the skills that will help them conserve 
their environment. They have adopted contour 
farming, they plant trees to limit soil erosion and 
protect water sources, and they maintain and 
increase soil fertility by using manure, commercial 
fertilisers, and by practicing crop rotation. Also, they 
no longer carelessly dispose of pesticide containers 
and other pollutants.
Remmy Urio works as District 
Coordinator, MVIWATA. 
E-mail: urioremmy@yahoo.com
Many farmers report that they are now able to 
harvest three times as much from their fields as  
before the project started. But despite these successes 
the failure of late-adopters or non-MVIWATA 
members to adopt good agricultural practices means 
that environmental degradation is still a problem. To 
meet this challenge, village governments are being 
encouraged to work more closely with MVIWATA 
members to facilitate the transfer of practices that 
can ensure sustainable environmental conservation. 
This is one of the results of the process started by the 
“Capitalization of Experiences for Greater Impact in  
Rural Development” project, implemented by CTA,  
FAO and IICA and supported by IFAD.  
http://experience-capitalization.cta.int
Country: Tanzania 
Region: East Africa 
Date: June 2017 
Keywords: Capacity building; sustainable agriculture; 
erosion; rural livelihoods
Above Mr Rono facilitating 
training on sustainable land 
management and agriculture 
production








34 EXPERIENCE CAPITALIZATION Learning from farmer organisations
35 EXPERIENCE CAPITALIZATION Learning from farmer organisations
An information service programme in Uganda is addressing 
reduced farm productivity in the country – caused mainly by 
drought – and enabling farmers to better plan their planting 
season by enhancing their access to weather information  
and recommended agronomic practices. The programme  
is expected to increase the income of farm households and 
contribute to curbing food insecurity in the region.
included farrowing, mulching, water storage and 
ecosystem conservation. They targeted 1,000 farmers 
in western Uganda, but millions were still left 
vulnerable to the impacts of changing climate. 
Based on this experience, EAFF in collaboration with 
stakeholders from CTA, aWhere (a weather satellite 
company), eLEAF (a company that predicts 
precipitation levels), Mercy Corps (data experts), 
EARS (a re-insurance company) and the Alliance for  
a Green Revolution in Africa (an NGO dealing with 
agronomic information), responded to a call by the 
Netherlands Space Office and developed an 
innovative programme dubbed Market led User owned 
ICT 4 Ag enabled Information Services (MUIIS), a 
programme that addresses issues related to insurance, 
the weather and agronomy. The project aims to reach 
at least 350,000 farmers in 53 of the 113 districts of 
Uganda, and encourage them to take out drought 
insurance and enhance their access to weather and 
agronomic information. The project is expected to 
enable farmers to better plan their planting season 
based on weather information and recommended 
agronomic practices, while, at the same time, insure 
their crops against potential climate vagaries. In the 
long run, this will increase the income of farm 
households and contribute to curbing food insecurity. 
T he impacts of climate change on the social and economic aspects of life in sub-Saharan Africa 
continue to escalate. Yield losses due to changing 
climatic conditions threaten food security.  
Further, population growth and the demands of 
industrialisation have led to the encroachment of 
forested and water catchment areas on cultivatable 
land. This has also resulted in changes in the 
hydrological cycle in various ecosystems. 
For many years, agriculture has been the backbone  
of Uganda’s economy, contributing approximately 
37% of gross domestic product (GDP) and employing 
over 80% of women who contribute about 75% of 
agricultural production. The Ugandan Government 
has noted that severe drought is significantly 
threatening this contribution. In 2016, at least 1.3 
million Ugandans were threatened with starvation 
due to decreased farm productivity through prolonged 
drought. Weather experts predict a continuation of the 
current hot and dry weather in most parts of Uganda. 
The Eastern Africa Farmers Federation (EAFF), 
through their membership with the Uganda National 
Farmers Federation (UNFFE) and the Uganda 
Cooperative Alliance (UCA), had previously 
implemented projects focusing on climate change and 
promoting climate smart agricultural concepts. These 
had focused primarily on climate change adaptation 
through the adoption of climate-smart practices that 
Cover Baseline training of 
MSAs at Eureka Hotel 
6th -11th June 2016
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had lost all of their production between September and 
December 2016, mainly due to drought. 
During the past 2 decades, there has been growing 
concern about the effects of man-made greenhouse gases 
and environmental pollutants on the earth’s climate. To 
predict such impacts, climate models are used to project 
change in the coming centuries. Satellite data records are 
beginning to be used to evaluate multi-decade changes. 
These changes can be examined for evidence of climate 
change, and used to see if climate models have accurately 
‘predicted’ the changes that have already occurred. 
The MUIIS project uses satellite-based information to 
develop crop profiles for the maize, sesame, bean and 
soya bean value chains. These crop profiles are modeled 
in such a way as to develop different scenarios based on 
the temperature and amount of precipitation expected 
throughout a season. Such information is used to develop 
agronomic information and weather alerts. However, 
because of increased crop losses due to sudden shifts in 
climate, the project went further and started to negotiate 
with insurance providers to develop a tailor-made 
package for farmers that was not only affordable but 
Benefits of crop insurance  
for farmers
A Ugandan agricultural risk assessment study carried 
out in 2015 estimated that the country loses between 
€510 million and €680 million annually due to pests 
and diseases in crops and livestock, post-harvest losses, 
price fluctuations and drought. Based on a GDP of €4 
billion, the study estimated that Uganda loses between 
10 and 14% of its total annual agricultural production. 
This translates into an annual GDP loss of between  
2 and 3%. According to the study, the sector’s annual 
losses resulting from drought alone amounted to €37 
million, and estimated that drought occurs every  
5 year, affecting 25,000 people or more. 
As part of the MUIIS project, baseline data on 
productivity was collected from 2,086 farms and  
shows that farmers in Uganda continue to experience 
decreased production due to temperatures increases 
and reduced rainfall. The lack of reliable weather 
information, as well as unreliable extension services, 
further contribute to these losses. The project also 
profiled 36,000 farmers and results showed that most 
Eric Mbidde: “This is 
how MUIIS helped me”
 The MUIIS project is an innovative and 
highly ambitious project that aims to reach 
350,000 farmers in 53 Ugandan districts.
To do this effectively, MUIIS has engaged 
200 MUIIS service agents commonly 
referred to as MSAs (MUIIS service agents) 
spread over the four regions of Uganda.  
I work for Zirobwe Area Cooperative 
Enterprise and was selected as one of the 
participants to attend profiling training at 
the UNFFE offices in September 2016. 
During this training, all MSAs were 
sensitised about the importance of the 
project and since we were all selected from 
existing farmer organisations, it was our 
mandate to pass on this information to the 
board and management of our institutions. 
We were also given smart mobile phones that 
were GPS-enabled and an extra battery to 
help us to do our work effectively. An added 
advantage was that the phones came with an 
Airtel and an MTN line, and we were given 
airtime and data bundles. An online form 
using a platform called ONA is the tool that 
we are using for profiling. 
In addition, the MUIIS management said 
that for every profile we would be paid UGX 
2,500 (€0.65), but payment will only be made 
after we submit at least 40 forms per month. 
In the first month I think I profiled about 
1,300 forms and was paid UGX 3,250,000 
(€830). It is very encouraging that I can earn 
some extra income thanks to this project. I 
have been able to do this primarily because 
my manager supports this initiative and sees 
an added advantage for our organisation by 
participating in the project. He says that as a 
result of this project we have the potential to 
increase our membership, but also the 
amount of maize that we process in our 
warehouse. The previous season had been 
very hard for our farmers because of drought 
but I believe that if farmers take up this 
initiative, it will cushion them against the 
fear of not being able to grow more food.
Left The EAFF team, 
together with the UCA 
and UNFFE teams, visit 
farmer practicing climate 
smart approaches in his  
farm in Uganda 
Right Water harvesting pan 
on a farmers’ land in Uganda
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environmental management cannot be separated from 
the development of the agricultural sector or long-term 
food security. The MUIIS product promotes the 
concept of public-private-producer partnerships. 
Stakeholders in the project realised that the project 
requires an integrated approach to enable farmers to 
grow more and sell more. Some of the benefits are 
outlined below:
•  Farmers will be able to get real time information  
for planning production and also to develop 
mitigation strategies based on advisory messages 
through SMS alerts. 
•  By partnering with the MUIIS project team,  
private sector organisations will benefit by being 
able to identify farmers able to buy their goods or 
use their services. 
•  The public sector will be able to identify real needs 
at the ground level based on the synergies and 
partnerships that may be created. 
•  Farmer organisations at the grassroots level will 
increase their membership base and also – if they 
are able to aggregate their produce – will be able to 
increase the amount marketed at a competitive 
price. Farmers will become price makers instead of 
price takers. 
•  The sustainability of the project will depend 
primarily on the partnerships that have been formed 
and how these will be maintained over time. 
Farmers in Uganda are being urged to take up the 
MUIIS product since it’s the surest way of “growing 
more and selling more”. Climate change has caused 
drastic food losses putting farmers in a precarious 
position with little or no way of countering these 
problems. The insurance facility and access to reliable 
information provided by MUIIS can protect farmers 
against the impacts of extreme food losses caused by 
drought, floods and the increased incidence of pests 
and diseases, and go a long way to ensure that farmers 
feel at ease in producing for the market.
included an easy repayment model. The added value  
of this product is that it is cheap, with farmers paying  
just UGX 14,000 (€3.7) per season (4 months) and with 
the option of paying twice or four times per season,  
i.e. UGX 7,000 (€1.8) or UGX 3,500 (€0.9), respectively. 
Payment is done via mobile phone by dialing the 
unstructured supplementary service data (USSD) code 
*270*67#. To access this code, farmers need to be 
profiled on the MUIIS database. Being a satellite-based 
project, the GPS coordinates of farmers’ fields need to be 
taken into account in order to develop credible seasonal 
forecasts and provide agronomic information that can 
help mitigate weather related effects. 
Grow more, sell more 
Climate change effects come not only with prolonged 
spells of drought but also with increased precipitation 
and an increase in pests and diseases that affect crop 
growth and development. Subsequently, the potential 
productivity is at risk. The MUIIS project is anchored 
in such a way that it is able to inform farmers of these 
effects so that they can take action to prevent impacts  
on production. GPS coordinates of the farmers land  
are, therefore, essential if accurate satellite-based 
information is to be used to develop seasonal weather 
forecasts, predict the amount of precipitation and 
analyse the temperature levels that may lead to an 
increased incidence of pests and diseases. This 
information is then assessed against crop profiles,  
and agronomists are then able to develop tailor-made 
messages for farmers. The MUIIS product is a mobile-
based platform which can be accessed by ordinary 
phones as well as smart phones. 
The MUIIS product was launched at the MUIIS 
Uganda project office in March, 2017. Farmers need to 
be profiled by the MSAs situated within the districts of 
focus in order to access this service. Profiling of farmers 
is essential to the project’s success. After a few months, at 
least 36,000 Ugandan farmers had been profiled and 
sales worth UGX 153,745 had already been made.  
This means that farmers are motivated to purchase  
this product and a system. Farmers are notified when 
payment are due via various channels of 
communication. 
Why the MUIIS product?
Innovative thinking is needed in agriculture to address 
food security issues since land, water, and 
Based in Nairobi, Marygoretti 
Gachagua works as Programmes 
Officer at the Eastern Africa  
Farmers Federation, EAFF.  
E-mail: goretti@eaffu.or
This is one of the results of the process started by the 
“Capitalization of Experiences for Greater Impact in  
Rural Development” project, implemented by CTA,  
FAO and IICA and supported by IFAD.  
http://experience-capitalization.cta.int
Country: Uganda 
Region: East Africa 
Date: June 2017 
Keywords: Access to information; planning; drought 
insurance; e-services; farmer organisations
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In Kenya, an agro-advisory service is sending agricultural 
information direct to farmers’ phones. To familiarise farmers 
with the technology, and to modify the product to meet 
farmers’ needs, the Kenya Livestock Producers Association 
is marketing the service at rural trade fairs. 
I ndustries today are becoming increasingly dependent on the computerisation of information. The digital 
revolution and use of technical devices to interact with 
each other has entered the domain of research, 
development and market launch. In Kenya, mobile 
penetration has reached 88.1%, and there are 37.8 
million subscribers. Of these subscribers, 1 million are 
linked with the Kenya Livestock Producers Association 
(KLPA), which conveys agricultural advisory 
information to farmers. Even though such services were 
penetrating the Kenyan agribusiness market, KLPA 
required a platform to increase its reach.
AGIN, a Kenyan agricultural information-based 
company whose core business is digitalising 
agriculture services, and Airtel, a telecommunication 
firm based in Kenya, have formed a partnership to 
develop an agro-advisory service that sends 
agricultural information through the Airtel mobile 
network. Farmers, however, needed to be introduced 
to this service.
KLPA, which has been active since 2008, is a 
recognised farmer association that mobilises farmers 
and provides linkages between farmers and various 
agricultural stakeholders through organising monthly 
agribusiness trade fairs. KLPA was approached by 
Airtel to market its agro platform, Airtel-Kilimo, to 
farmers and modify the service to meet Kenyan 
farmers’ needs.
The Airtel-Kilimo product was first launched in 2014 
during a trade fair organised in the Thika Stadium, 
Kiambu County, central Kenya. This location was 
chosen because of the rich agricultural sector, a high 
population, and because the local government was 
providing partnership support. The platform was 
later piloted in Kisii in Kenya for the same reasons, 
and to initiate the diversification of the platform 
amongst other communities. Later that year,  
KLPA, in partnership with Airtel Kilimo and with 
cooperation from the Kisii County Government, 
held an agribusiness trade fair with the objective of 
creating farmer awareness of the Airtel network and 
Kilimo Platform, and to register and subscribe 
farmers to both organisations. 
The agro-advisory information 
platform
Airtel Kilimo offers an advisory service to 
smallholder farmers that provides information on 
issues relevant to cropping systems, weather 
conditions and market prices via mobile phones.  
A lead partner in the service is the Commonwealth 
Agricultural Bureau International (CABI), who 
carried out the research responsible for the 
development of the customised and relevant content. 
CABI has created factsheets for each crop category, 
and stores these in its D2F (direct to farm) database. 
Cover An agent registering, 
subscribing and providing 
customer support to farmers
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formulation of monthly agribusiness county trade  
fairs and exhibitions. Airtel sponsored KLPA with a 
monthly grant of KES 2 million (€17,100) to conduct 
agricultural trade fairs across the country, promoting 
the Airtel Kilimo platform as well as other core 
services like Airtel Money – an app that enables  
users to send money and pay bills. Using this strategy, 
KLPA was able to secure new customers for Airtel. 
The Kisii county trade fairs 
The Kisii agribusiness county trade fairs were 
developed in such a way to provide effective farmer 
mobilisation, and also create awareness about the 
platform. KLPA first contacted the county 
government and met with the county director of 
livestock to ensure local government involvement.  
The meeting was about agreeing on dates, location 
and logistics of the trade fair.
Second, and most important, was the mobilisation  
of a process that would bring all the farmers groups  
in the county to the exhibition. This process was 
spearheaded by the KLPA field staff through strategic 
meetings headed by KLPA’s chairman Geoffrey 
Gikungu. “The farmers are KLPA and KLPA is the 
farmers. The success of the day cannot happen without 
KLPA and it cannot be possible without the farmers,” 
says Gikungu.
The first meeting brought together all stakeholders in 
the agricultural, livestock, veterinary and fisheries 
sectors with the chairman and representatives of 
KLPA, to go through the mobilisation procedures that 
were most suitable for the county. These included local 
livestock exhibitions, as well as the mobilisation of 
community members through gatherings via churches 
and meetings of elders. 
CABI creates mobile-ready content by formatting 
these factsheets into short tips that can be accessed  
via the USSD code – a global system for mobile 
communication technology that is used to send  
texts between a mobile phone and an application 
programme in the network. Customers access the 
service via the USSD channel which is available on 
any mobile using an Airtel network. All content is 
validated by the Kenya Agriculture Research Institute 
who ensure accuracy and quality, and translate the 
English content so it is also available into Kiswahili.
The service provides actionable and timely 
information on maize, amaranth, banana, beans, 
cabbage, coffee, mango, rice, passion fruit, and tomato 
value chains, as well as livestock practices. Airtel 
subscribers – both prepaid and post-paid – can register 
for this service via USSD on their mobile phones by 
dialling ‘*760#’ at a flat fee of KES 20 (€0.17) per 
week. However, farmers felt frustrated by the 
automatic deduction of credit, which in some cases 
could lead to a complete removal of SIM cards. 
Airtel Kilimo’s target market of smallholder farmers 
was a challenging sector to reach owing to their 
dispersed locations, and their low and seasonal 
incomes. Thus, Airtel chose a below-the-line 
marketing technique in rural Kenya whereby the 
product was promoted via face to face marketing.  
In 2014 – and for a period of 10 months – KLPA was 
involved in promoting the platform through regional 
teams. KLPA has years of experience and expertise in 
mobilising farmer groups at county level, and was also 
assisted by county governments and agriculture 
departments. 
Since 2008, KLPA’s objective and strategy has been  
to create linkages between farmers and various 
stakeholders in the corporate market through the 
In Kenya, mobile penetration  
has reached 88.1%, and there  
are 33.8 million subscribers.
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agro vets, enabled farmer training on various value 
chains, access to legitimate farm inputs and 
information on best farming practices. This was 
followed by a business-to-business networking event, 
which consisted of a cocktail dinner designed to create 
networks within the manufacturing and service 
industries. Farmer representatives were given a chance 
to share their ideas about what had transpired during 
the fair during this event.
To achieve its goals, Airtel-sponsored banners were 
strategically placed at entrance points to the fair. 
There was a registration desk decorated in Airtel 
corporate colours and armed by trained Airtel agents 
in company shirts and hats. They were there to 
register subscribers and to act as customer support,  
as well as to hand over pre-integrated SIM cards to 
farmer group leaders. These agents were also 
deployed around the grounds to ensure the purchase 
of SIM cards. Over 4,000 of the 6,000 farmers who 
attended the Kisii fair registered and subscribed to 
Airtel Kilimo. Airtel also offered phones for sale to 
increase uptake. 
Using the information provided
“After spraying with a fertiliser that I was told about  
by Airtel Kilimo my beans are doing great and I am 
projecting a big harvest. The information we are 
receiving is increasing and improving our farm 
produce, which will result in higher income and  
food security,” said one Kenyan farmer about the  
new technology.
Farmers are using information from Airtel Kilimo to 
make changes to their farms. According to an Airtel 
case study, of the 30 early adopters interviewed in 
2014, around half used information from Airtel 
Kilimo to adjust their practices. These users reported 
various benefits from using the service, including 
increased farm efficiency. Users interviewed said  
they had found the information about planting the 
most valuable, and information about market prices 
and pests and diseases was also greatly valued.  
The crop with the highest farmer subscription rate 
was banana at 44%. 
According to the case study regarding cost-related 
concerns, 75% of the customers who participated in a 
focus group discussion observed that the service cost  
of KES 30 (€0.25) per SMS could be a hindrance to 
farmer uptake. As a result, the price changed to KES 
20 (€0.15) a week, a flat fee that was easier to 
communicate to users and which gave them access to 
all content types and functionalities, rather than being 
charged for individual content categories. The profile 
of Airtel Kilimo’s regular users reflects the majority of 
its customer base, which is largely comprised of 
The private sector and NGOs are also involved,  
and all stakeholders at the meeting were given 
responsibility for mobilisation. Subsequent meetings 
were held to provide reports on mobilisation progress, 
plan for the show’s logistics and to bring farmer groups 
to the exhibition. 
The mobilisation of stakeholders and exhibitors, 
carried out by the KLPA secretariat, was headed by 
the CEO, Patrick Kimani. It was done by mapping 
and contacting all the local and national stakeholders 
in the agricultural sector – from financial institutions 
to local producers – who might be interested in 
exhibiting their products. Exhibitors would pay to 
acquire information stands and exhibit their products.
Extensive marketing of the agribusiness trade fair in 
Kisii was key. Various mediums such as radio 
announcements, short message systems, as well as 
fliers and posters, were used and four radio shows  
were developed to promote the fair. This created 
interest and a mood that encouraged word of mouth 
communication. 
The agribusiness trade fair
Face-to-face marketing was effective in informing 
farmers about the platform, offering and assisting with 
registration and subscriptions, as well as providing on 
the ground customer support. KLPA partnered with 
Airtel, the county governments, manufacturers and 
institutions, as well as farmer organisations at the trade 
fair, to deliver two components. The first was a 
business-to-consumer event where market linkages 
between farmers and manufacturers and suppliers and 
Below Airtel Kilimo live on a 
cell phone
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Kilimo, it is building its presence in rural areas. 
Companies like Shamba Shape Up, which provides 
the same services across networks but at better rates, 
are also partnering with KLPA, enabling KLPA to 
provide members with free SMS messages.
KLPA is able to organise events easily and at reduced 
costs due to strong relationships with the local 
government, local stakeholders and farmer 
representatives. KLPA’s contract with Airtel to create 
awareness about Airtel Kilimo, and its work linking 
farmers to the corporate world in various counties 
continued until the end of 2014. Around this time, the 
Kenya Commercial Bank contracted KLPA to link 
them with farmers in Marigat in Baringo county 
during the November 2014 trade fair. Later, KLPA 
was also linked to a United States Department of 
Agriculture sponsored project, K-Sales, because of its 
effective mobilisation capacity.
Finally, KLPA has developed its communication 
systems to involve mobile SMS invitations, e-mail 
marketing, photo and video documentaries, as well as 
a website developed to meet ongoing customer needs.
subsistence smallholder farmers. In 2014, women 
comprised 37% of the user base – one of the highest 
ratios of women in GSM-supported farmer services. 
The promotion of Airtel Kilimo has had indirect 
benefits for Airtel, including new acquisitions and 
greater brand loyalty in rural areas. Such impacts  
will also likely lead to increased users of other Airtel 
services such as Airtel Money. Adil El Youssefi, CEO 
for Airtel Kenya, observed that the agribusiness trade 
fair provided an opportunity for farmers to become 
familiar with Airtel Kilimo products, and for the 
company to address farmers’ needs.
At KLPA’s fair trade programme in Kisii County 
there was a large turnout of exhibitors and farmers.  
As a farmers’ association, KLPA developed new 
technologies to register users and it now has 10,000 
members on its group database. Live coverage of the 
trade fair on local radio and documentation through 
videos and photographs that could be easily accessed 
on the KLPA social site for future use, were 
appreciated by users. Now 4% of the rural population 
can easily access the information they need to improve 
agricultural practices and bring them out of poverty. 
New opportunities
Airtel Kilimo faces stiff competition from the 
Safaricom mobile network service, and currently trails 
behind in users. But with the development of Airtel 
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The Ugandan National Farmers Federation is using the Farmers 
Advocacy Consultation Tool to engage and empower young 
farmers to lobby local governments, to provide them with available 
land for agricultural production. Through the programme, young 
farmers are coming together, discussing their agricultural concerns 
and acting on them effectively.
agricultural development – reflected this objective.  
The project was supported by USAID to enable 
UNFFE to reach out to as many young people as 
possible in the project areas. 
UNFFE used the Farmers Advocacy Consultation  
Tool (FACT) approach to engage youth in discussing 
and sharing issues and concerns about agricultural 
production. It soon became clear that Rakai youth  
did not hope to reap much from agriculture and gave 
numerous reasons why they would not like to engage in 
agriculture. Through the FACT methodology, UNFFE 
organised a participatory forum where the youth could 
discuss and define the impediments they face in 
participating in agriculture. 
The FACT methodology
FACT is an approach that enables farmers’ organisations 
to ensure that engagement proposals are rooted in the 
reality, needs and concerns of the farmers themselves.  
It relies on combining farmers’ knowledge and concerns 
with expert advice and this, in turn, generates 
accountable, well-informed and technically well prepared 
proposals for engagement. The approach is based on four 
pillars: (1) consultations with farmers to identify the 
problems they face; (2) participatory research to gather 
and analyse data with expert advice; (3) preparation of 
proposals; and (4) presentation of proposals. 
T he ability of young people to overcome hurdles in agriculture is not always as rosy a picture as one 
might expect. The experience presented here is about 
empowering youth to overcome agricultural production 
challenges in Uganda, and took place in the Rakai 
district, in central Uganda. It shows how young people 
became involved in agricultural-related activities in the 
region, and through effective lobbying, worked together 
to overcome challenges for production such as land 
ownership. The Uganda National Farmers Federation 
(UNFFE), as a farmers’ organisation involved in 
research, policy and youth-related matters, found that 
about 40% of young people in Rakai are interested in 
farming, but access to land is a major problem. 
Uganda has the youngest population in the world with 
77% of its population under 30 years of age, and 
constituting about 64% of the country’s unemployed. 
Young people have unique livelihood desires and goals, 
but at the same time, often do not know how to solve the 
challenges facing them, and this is especially true of 
young people interested in farming. 
The involvement of youth in agriculture is declining 
despite increasing youth unemployment in Uganda. 
UNFFE has always been conscious of the need to 
identify the ‘pull factors’ that can encourage youth 
towards agriculture. The 2-year project which started in 
2015 in 10 Ugandan districts to enhance farmer capacity 
to effectively influence policy – relevant for youth and 
Cover A young man with the 
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trust utilising land collectively with their children 
because they have seen disappointing examples of where 
this has not worked. Also, there were some parents who 
alleged that some of their youthful sons and daughters 
used the land that had been made available to them as a 
mortgage, while others sold it even if this was against 
their parents’ wishes. 
Consultations and meetings
Rakai is near the border with Tanzania where there is 
an excellent potential market for agricultural produce. 
As an UNFFE member, the Rakai District Farmers 
Association (RADFA) represents the organisation in the 
district, and was closely involved in selecting the young 
people who took part in this process. The process 
involved several activities ranging from the mass 
mobilisation of young people in the district, to holding 
planning meetings, and general capacity building 
activities with farmers and those partnering with 
RADFA in lobbying and advocacy meetings. 
Conducting consultations with young people was a  
key strategy that facilitated increased programme 
participation, as well as the engagement of other 
stakeholders including land network agents in Rakai  
and the Community Integrated Development Agency 
(CIDI). Capacity building of lobbying and presentation 
skills was also one of the strategies used to enable youth 
farmers to make responsible and influential personnel 
aware of their needs.
Planning meetings were used to identify and develop 
possible solutions to the issue of land access. Participants 
were identified and invited to the meeting designed to 
develop possible strategies on how to engage the local 
district government who are the authority in charge of 
the land. Farmer youth leaders championed the issue of 
youth accessing land in Rakai, and more than five 
planning/preparatory meetings were held, beginning  
in early March 2014, to plan for effective engagement.
The first meeting focused on strategies that would lead  
to solutions to the issue of land access. During another 
meeting, the youth were asked to identify a piece of land 
that could be reserved for use but was currently not in 
use, and therefore could potentially be made available 
for vegetable production. Other meetings dealt with 
developing an advocacy plan, stakeholder mapping,  
and securing an appointment with the local government 
official responsible for land issues. 
Training of trainers (ToT) sessions were also organised 
to enable the information and skills acquired by the first 
group to trickle down to other grassroot farmers. Young 
farmers were trained in advocacy issues and planning 
and presentation skills, using a ToT approach which they 
could use to train other farmers.
While the success of any proposal is never guaranteed, 
the FACT approach certainly increases the possibility of 
success. Members’ information is obtained through a 
systematic consultation process that enables the farmers 
and the farmer organisations not only to “know” what 
the relevant issues are, but also to “show that they know”. 
It means, however, that any issue or proposal based on 
the FACT method remains accountable to those that it 
represents. If members feel that their organisation is 
genuinely concerned about consulting them, their feeling 
of “ownership” of proposals is enhanced. 
The FACT approach can be used by any farmers’ or 
other membership-based organisation to gather insights 
from the grassroots, pass it up to higher levels, and then 
to decision makers as required, for effective intervention 
to deal with any issues identified. The FACT approach is 
also suitable for international, regional and sub-regional 
levels of intervention and here, the country-level 
members will provide the information and proposals 
generated from members’ consultations. 
A difficult context
About 85% of Ugandan youth live in areas where 
agriculture is the main source of income. There is 
growing concern worldwide that young people have 
become disappointed with agriculture. It is essential that 
young people, who have innovative ideas and energy, 
become involved in the development of the sector. 
However, it is evident that with increasing urbanisation, 
most young people tend to prefer to move to urban areas 
where they perceive there to be more opportunities.  
This leaves declining populations in the rural areas 
where most agricultural activity takes place. Assessments 
carried out by UNFFE on youth in agriculture showed 
that land access was one of the most inhibiting factors 
affecting participation. This prompted advocacy by 
UNFFE and development of other strategies to prioritise 
increasing land access for youth. 
Possible ways in which youth – especially those out of 
school – could come to own or access land could be 
through their parents, or to earn enough money to 
purchase their own land. Some parents, however, do not 
Left A young man cleaning 
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Young people are now able to lobby on issues that 
concern them. Continued collaboration between 
farmers and local governments on land accessibility 
issues was one of the strong pillars that led to the success 
of the young farmers lobbying for land. 
Despite the success young people have had in acquiring 
land, financial sustainability is not guaranteed and 
UNFFE questions whether young people will carry  
on farming if the land they are using is needed by the 
government. It is also clear that some local authorities 
are biased towards young people engaging in 
agribusiness and this would limit local support. 
The success of lobbying government for land 
encountered several impediments that restricted 
UNFFE’s objectives. Among the several challenges 
faced was farmers’ poor time management in respect  
to planning engagements, and limited access to logistics 
to support engagements. In some cases, the level of 
participation varied from that anticipated, which 
affected the planned resources allocated for meetings. 
Some partners did not remain within the process to the 
end of the programme, and some government officials 
needed to be facilitated to enable them to engage with 
stakeholders, but resources were not readily available.
A great experience
From the beginning of the process, UNFFE was not sure 
if district local government officials would support this 
initiative. However, they ended up supporting the youth 
initiative and were very proud of them.
Now we see that the FACT approach can be used 
effectively to lobby government and other stakeholders 
for service provision. There is power in numbers, 
especially when engaging in advocacy-related issues.
It was a great experience to interact with evidence-based 
research and use it to engage policy makers. It is 
important that young people make it in agribusiness to 
produce what the market needs, and they should not shy 
away from trying to access land in order to do so. 
Partnerships
Engaging youth in advocating for land for agricultural 
production involved a wide range of stakeholders 
ranging from RADFA, Rakai district’s local 
government, CIDI and young farmers. Facilitation  
of the interaction between these partners involved 
UNFFE. As a grassroots organisation and the 
implementing arm of UNFFE in Rakai district, 
RADFA did most of the ground work for the 
programme. After a period of continuous engagement 
with the Rakai district’s local government, the lobbying 
youth were offered land that had been previously 
reserved for road development but had not yet been 
utilised. The government does not have plans to develop 
the road for 5-10 years, so in the meantime, young 
people can use it. UNFFE anticipates that within this 
time the youth would have been able to gain enough 
money from vegetable cultivation to buy their own land 
and continue their agribusiness. 
Several achievements have been registered by the 
stakeholders involved in this process. Young farmers 
have been able to obtain lobbying skills to engage policy 
makers. Stakeholder mapping and analysis was another 
key lesson learnt by the youth, especially in defining who 
is important for lobby purposes and who could support 
young peoples’ agribusiness ideas. 
Young people were mobilised in Rakai and equipped 
with skills to lobby for interventions that would meet 
their needs. New partnerships with UNFFE and other 
stakeholders have also emerged, especially with the 
Rakai local government, NGOs in the district and local 
youth groups. Policy engagement and lobbying through 
planned engagements enabled young farmers to meet 
with local government officials to discuss their request to 
tentatively utilise any available land. This process has 
been ongoing since July 2015 and will continue until the 
process of road construction begins.
The experience has encouraged the government to 
commit itself to supporting youth in agriculture. Young 
farmers are now making an important contribution to 
agricultural production in Uganda, and their incomes 
have increased from using the 30 km of land made 
available for the production, sale and export of tomatoes, 
carrots and cabbages at nearby markets and to 
Tanzania. Increased partnerships with NGOs 
collaborating with UNFFE on land issues has also been 
important. 
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The Kenya National Farmers Federation has implemented 
an EU-funded food security project aimed at building up 
the policy dialogue capacity of Kenyan farmers. The 
federation has facilitated the participation of all agricultural 
sector actors in policy development and implementation,  
to improve government support towards agricultural sector 
growth and development.
and stakeholders can be enabled to effectively engage 
with government.
In 2010, Kenya’s new constitution established a 
decentralised system of government and, as such, 
agricultural functions were fully devolved. However, 
while Kenya’s County Government Act (2012) and the 
Constitution (2010) clearly defines the process of 
institutionalising public participation in county 
governance systems, modalities for citizen 
participation have not been set, and there has been a 
pervasive inability to appreciate the fundamental shift 
of putting power in the hands of the citizens. This issue 
needs to be addressed at national and county levels. 
KENAFF is one of the membership-based 
organisations working to meet this challenge by 
developing the capacity of farmers to articulate their 
issues and participate in important policy processes. 
The federation’s strategic plan aims to facilitate the 
participation of agricultural sector actors in policy 
development and implementation. In doing so, it 
addresses internally generated challenges, such as a 
lack of capacity and sector disintegration, absence of 
structured forums for participation, inadequate civic 
education, as well as a general lack of information 
about ongoing activities. 
T he Kenya National Farmers Federation  (KENAFF) is a non-profit democratic member-
based organisation of Kenyan farmers representing 
the interests of more than 2 million farming families. 
The federation envisions a vibrant agricultural sector 
with improved livelihoods achieved by working for 
change and promoting agri-business through  
targeted interventions. 
The farmer empowerment project
From February 2014 to December 2015, the Eastern 
African Farmers Federation (EAFF) implemented  
an EU-funded food security project, Enhancing 
Opportunities of EAFF in Effective Policy Dialogue 
Engagement for Food Security Governance and Improvement  
of Rural Livelihood. The project’s objective was to 
strengthen the capacities, engagement and influence  
of EAFF’s member organisations on food security  
and nutrition policy issues. 
KENAFF implemented this project in Kenya, which 
aimed at building up the policymaking and dialogue 
capacity of farmers and farmer leaders, creating 
awareness about government national budget 
allocation to agriculture, capacity enhancement in 
evidence-based lobbying and advocacy activities, as 
well as creating platforms for policy dialogue. The 
experience presented here demonstrates how farmers 
Cover KENAFF leadership 
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represent large constituencies; they have been involved 
in previous KENAFF projects; and were well placed to 
share experiences and information with members not 
directly participating in the project. These associations 
were also active in the ongoing projects in these 
counties before the EU-EAFF project was initiated 
there. Some of the groups they represented later 
engaged in policy dialogue for the project. 
The Innovative Farmer Advocacy 
Consultative Tool (FACT) 
KENAFF’s technical staff customised the 
AGRITERRA-designed FACT tool to develop 
training materials on advocacy and engagement for 
use by farmers and other stakeholders. In 2014, 30 
participants were selected for training using this tool 
from the value chain producer business groups in the 
five counties. It was agreed that this number would 
ensure effective facilitated learning. Inclusivity was 
guaranteed by ensuring that a third of the participants 
were women. Participants were invited 2 weeks in 
advance and given clearly defined objectives, 
programmes, logistical information and advice about 
their involvement. The training workshop on FACT in 
the selected counties combined theory with practical 
sessions to demonstrate the process. 
In June 2014, KENAFF’s county coordinators 
mobilised the 30 participants who had been trained on 
the FACT methodology to attend a follow up meeting. 
This enabled participants to develop proposals to 
facilitate engagement with government. Two meetings 
were conducted in each county. The first meeting 
identified issues affecting stakeholders and resulted in 
a list of policy issues. The second meeting prioritised 
these policy issues and policy proposals were 
developed. Those presenting these proposals to the 
government were identified and included members  
of the KENAFF technical staff, KENAFF County 
Leadership and other stakeholder representatives. 
Two months later, in August 2014, KENAFF’s 
leadership and the county technical team met 
An innovative approach and 
strategy 
Several attempts have been made to provide 
opportunities for rural farmers to be involved in 
decisions affecting economic development, but have 
had limited success. An analysis of these attempts 
resulted in ideas for more innovative solutions and 
KENAFF became involved in implementing the 
EAFF-EU project. 
KENAFF chose the Public-Private-Producers-
Participation (4Ps) approach in implementing this 
project because it involves key stakeholders, including 
government representatives, KENAFF members and 
private sector agricultural stakeholders. It is also an 
approach that provides a platform for inclusivity along 
the agricultural product value chain. 
The multi-stakeholder consultative strategy resulted in 
structured meetings and workshops where 
stakeholders could share and discuss issues affecting 
the agricultural sector in their counties. The strategy 
was effective because different views could be 
expressed and participants could build a consensus, 
which created a sense of ownership, legitimacy and 
support for decisions made. 
This innovative approach was piloted in five counties: 
Bomet, Kakamega, Kwale, Murang’a and Siaya. 
These areas were selected because of their unique 
agro-ecological zones and political orientations, and 
because they had been involved in previous projects,  
so there were organised groups in place that could 
easily be mobilised. This helped in managing the 
limited time and resources allocated to the project. 
Participants and stakeholders were from organisations 
associated with KENAFF and included the Kenya 
Livestock Producers Association, Kenya Millet and 
Sorghum Growers Association, Kenya Agro-industry 
and Agribusiness Alliance, Cereals Growers 
Association, National Potato Council of Kenya and 
members of the KENAFF Bomet, Kakamega, Kwale, 
Murang’a and Vihiga county associations. Members 
were drawn from these associations because they 
Left The Bomet County 
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government officials and presented the policy 
proposals. A copy of the proposal was sent in advance 
to government officials so that they could prepare a 
response. In most of the counties, the proposal 
targeted the decision-maker, i.e. the county governor. 
Officials of the County Ministry of Agriculture 
responsible for the agricultural agenda attended these 
presentations, and other ministry representatives 
became involved when issues touched their mandates. 
Success stories 
In Bomet, the county government considered the 
proposal presented by Ndaraweta Cooperative Society 
and agreed to support the setting up of a cottage 
industry. The Governor provided KES 2 million 
(€17,200) to procure land for a dairy and potato 
processing plant and processing machines and 
equipment. In Kwale county, the county government 
agreed to collaborate with KENAFF to procure air 
tight packaging bags so cereal growers could reduce 
on post-harvest losses.
At the same time, in Murang’a, the county 
government agreed to subsidise fertilisers and seeds so 
that smallholder farmers could access affordable, high 
quality certified seeds and fertilisers. Plans were made 
to help young farmers obtain dairy cattle and start 
their own businesses through the initiative ‘one 
cow-one youth’. And in Vihiga and Kakamega 
counties, the governments have agreed to work with 
farmers when developing policies that affect them.
But among the positive results, it is also possible to say 
that KENAFF’s technical team, farmers and 
stakeholders became aware of the difficulties in the 
public policy making process, its timelines, procedures, 
requirements, obligations, rights and responsibilities 
– including the constitutional and legal provisions for 
public participation. Targeted participants acquired 
knowledge (theory) and skills (application) about 
FACT. The facilitators used the domesticated FACT 
tool so participants could understand and demonstrate 
their knowledge learned. In terms of enhanced 
organisational learning, we have seen that through  
the dissemination of information about FACT, 
participants continued learning and became more 
efficient in applying it. Stakeholders were able to 
objectively validate their issues and generate specific, 
measurable, achievable, realistic and timely (SMART) 
policy proposals. The project provided a framework 
for inclusivity as the one third women inclusion gender 
rule was always observed. 
Kenya Private Sector 
Alliance (KEPSA-private 
sector)
The KEPSA Agricultural Sector Board 
represents the wider agricultural sector, 
drawing membership from every segment  
of the value chain. Therefore, the KEPSA 
representative was invited to the initial 
sensitisation meetings to gain knowledge 
about the budget making process in order  
to pass the same on to other members not in 
the project.
Kenya Agricultural and 
Livestock Research 
Organisation 
Agricultural researchers were also invited  
to the initial meetings in order to gain 
knowledge on the budget making process 
and also, by extension, join platforms where 
farmers are engaging policy makers – 
especially in lobbying when more funding 
for research is needed. 
Agriculture, Food, Fisheries 
Authority (AFFA-regulator)
As a regulator, AFFA was invited to the 
initial meetings in order to gain knowledge 
on how farmers work as it was a new 
authority that had been established after 
devolution. Secondly, it was important to 
have them on board because as regulators, 
they oversee most agricultural policy and 
regulation implementation. 
Ministry of Agriculture 
Livestock and Fisheries 
(national government)
Farmers are the key stakeholders in the 
agricultural sector. The Agriculture 
Ministry provides directions on how the 
sector needs to grow in consultation with  
the agricultural stakeholders. The national 
government, through the Ministry, needs 
to understand how KENAFF works closely 
with the county government for purposes of 
pushing the agricultural development 
agenda at the county level. 
County Governments of 
Bomet, Kakamega, Kwale, 
Murang’a and Vihigas
The county governments represent the office 
bearers at the lower levels of government 
who are in close contact with members of  
the public. They were included to create an 
avenue for agricultural sector players to 
engage closely with county governments on 
policy issues. This process provided publicity 
for both KENAFF and other agricultural 
stakeholders. It was also important to solicit 
their support early as the projects would later 
be implemented in their areas of jurisdiction. 
EAFF
This project was co-sponsored by the EU 
and EAFF and it was important to have 
EAFF at the meetings for two reasons: 
observer functions to ensure that the 
consultant delivered on the terms of 
engagement, and also to offer technical  
and financial assistance.
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Sustainability and replicability
KENAFF’s analysis showed that top management 
supported the process from the beginning, and 
supported the technical staff and the county leadership 
in implementation. In parallel, the establishment of  
an engagement platform for government and members 
of the public created a system for evidence-based 
advocacy and lobbying. The levels of trust and 
appreciation between the public and private actors 
increased.
The framework established for private sector 
engagement with government contact points can be 
used in the future. These platforms have expanded  
in representation and through networking and 
collaborations, they have gained legitimacy and  
trust in the eyes of county governments. 
But this is not to say that there are no difficulties.  
In terms of facilitation resources, it is clear that 
empowerment through civic education requires time, 
commitment and resources. The time allocated for 
FACT training was insufficient. We also saw logistic 
challenges: there were cases of participant 
oversubscription and target participants being 
replaced by those who did not fit the criteria. In some 
cases this distorted logistics. And there were also 
politics and power plays involved: some government 
officials tried to dominate discussions and others 
caused delays through non-commitment and  
non-adherence to appointments. 
In short, we have seen that civic education is important 
and awareness and capacity building is essential 
because it enables people to work for their rights and 
take up their obligations. When individuals and 
organisations conduct structured and objective 
engagements with government officials, they have an 
opportunity to establish the trust that will facilitate 
current and future engagements. 
In this particular project, it was important to have a 
professional and skilled facilitator to guide negotiations 
during policy engagements. Evaluating and 
nominating programme participants needs careful 
consideration to ensure maximum effectiveness and 
efficiency. The public policy development process 
requires commitments of time, finance and human 
resources and calls for collaboration and partnership. 
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Tourists visiting rural Tanzanian communities are offering an 
alternative source of income to farmers. The national network 
of small-scale farmers’ groups in Tanzania, MVIWATA, has 
collaborated with a travel guide organisation to provide a 
novel experience for guests, and boost the incomes of farmers 
and farmer groups in 10 rural villages, with exciting results. 
Shirimatunda in Kilimanjaro, Kwaley and Kwekanga 
in Tanga and Pongwe in Zanzibar. The Rural 
Tourism Project was established in these areas because 
of the availability of active MVIWATA farmer group 
members, the richness of their cultural practices, and 
the well conserved environment and landscape. 
MVIWATA realised that it is important for farmers to 
have an alternative source of income and conserve 
their environment and culture. Therefore, the concept 
was initiated for the farmer network to enable them to 
conserve and appreciate their heritage.
T he Rural Tourism Project is a new concept in the tourism industry, where tourists visit farmers (host 
families) in their villages and share, exchange and 
experience rural day to day life. They experience local 
food, accommodation, and cultural and traditional 
practices, view the local environment, landscape and  
visit rural agricultural projects. In this way, tourists 
offer an alternative source of income to farming for 
rural communities. 
The Rural Tourism Project is run in partnership  
with Mtandao wa Vikundi vya Wakulima Tanzania 
(MVIWATA) – the national network of small-scale 
farmers groups in Tanzania – and TAMADI, a 
non-profit organisation that organises solidarity  
travel programmes. The project began in 2014  
when a memorandum of agreement was signed  
and is scheduled to continue until 2019. 
The initiative’s concept was initially promoted by 
MVIWATA because it could help improve farmers’ 
livelihoods, strengthen farmer groups and networks 
through the exchange of cultural and traditional 
experiences between farmers and travellers. 
MVIWATA partnered with TAMADI to strengthen 
the linkage between farmers and solidarity travellers 
and is currently piloting this initiative in 12 villages: 
Kigugu, Tandai, Kalundwa and Tchenzema in 
Morogoro, Chamkoloma in Dodoma, Majengo in 
Manyara, Kimokouwa and Eorendeke in Arusha, 
Cover As part of the Rural 
Tourism Project, tourists 
from Belgium and France 
participate in farming 
activities and bracelet  
making with farmers in 
Shirimatunda village,  
Hai district 
Right Travellers buying spices 
at a spice farm owned by local 
farmers in Zanzibar
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Project background 
Through community-based tourism, the Rural 
Tourism Project started actions aimed at supporting 
changing rural populations, and covers a wide range 
of activities, such as the protection of small-scale 
farmers, agricultural training organisations and rural 
unions; sustaining local inheritance; strengthening the 
management of farmers’ production and processing 
cooperatives; and supporting the struggle for access to 
land and livelihood resources. 
The project also draws inspiration from the idea that 
travelling can provide learning opportunities and 
insights into one’s own self. The objective of this 
project is the mutual enrichment of both the travellers, 
who are not only observers, and the hosts, who are not 
only service providers. The TAMADI-MVIWATA 
rural tourism project is about getting to know the other 
through sharing daily life, meeting families, 
discovering villages and keeping in mind the necessity 
of respecting the environment, as well as the way of life 
and values held by others. Accommodation and meals 
are shared modestly, with priority given to local food 
and produce consumption, and local transport (bus, 
train, taxi, and cart) provides a good opportunity for 
travellers to see the landscape and meet people. 
Through these visits, both travellers and hosts are 
confronted by their preconceptions. 
Project activities are managed to be transparent,  
and there is an agreement that precisely defines the 
responsibilities and revenues of each party. Financial 
transparency between members of the network is a 
compulsory principle. Guides, interpreters, host 
families, local organisations and national coordinators 
are paid fairly for their services. 
At the same time, host families and local farmers’ 
organisations have to consider community-based 
tourism as a secondary revenue generating activity. 
Profits obtained through tours are reinvested to 
strengthen the rural development project activities  
of those involved.
In 2007, MVIWATA tried to establish a similar 
project in villages of the Lushoto district but faced 
challenges in finding a partner that could link villagers 
with travellers in these areas. However, despite the 
initial challenges, the project was eventually 
implemented at the beginning of 2014, and proved 
beneficial in increasing MVIWATA’s outreach to 
provide an alternative source of income for village 
farmers. This helped MVIWATA diversify the 
services it provides to its members. 
The re-establishment of the Rural Tourism Project 
involved various steps, including the development of a 
memorandum of understanding between MVIWATA 
and TAMADI, the identification and training of 
Above Tourists from Belgium 
and France join their host 
families in Kiwekanga and 
Kwaley villages, Lushoto 
district, Tanga
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village networks, the development of criteria for  
village selection, and the selection of villages based  
on these criteria. 
Finding interesting places for tourists, identifying the 
strongest MVIWATA farmer networks and organising 
meetings about the project with farmer leaders were 
important activities. In addition, the host families  
had to be selected and trained. At the same time,  
the project organised information stands at tourism 
exhibitions, and marketed the approach through  
its website.
A rural tourism experience
Mlidhani Hatuwezi is a farmers’ group in Pongwe, 
Zanzibar, and is one of the 12 villages involved in the 
Rural Tourism Project. The group has 35 members 
who are engaged in algae farming, goat and chicken 
keeping, and soap production using materials from 
algae farms. 
The Mlidhani Hatuwezi farmers group offers food, 
accommodation and agricultural, handicraft and 
cultural demonstrations to visitors. The tourists pay  
a considerably amount to the group members. The 
income obtained is divided among group members 
and some is kept to support their agricultural and 
agribusiness activities. 
As a result of these income generation initiatives, 
group membership has increased from 20 to 35.  
The group has been able to increase their number of 
goats from five to 13, and their chickens from 10 to 70; 
the number of algae farms has also increased from two 
to five. The group has begun constructing a building 
that will be used as both an office and an algae farm 
store. Indirect benefits have been to health and 
sanitation through the construction of toilets and 
hygiene training, as Bi Asha, the Mlidhani Hatuwezi 
chairperson from Pongwe, explains: 
“As a smallholder farmer I feel proud being visited by 
foreigners in my village. We demonstrate our day to 
day activities of farming, handicrafts and culture to 
them and share with them our local foods and they 
sleep in our houses. As a farmer, I never dreamed of 
interacting with them, let alone sharing local foods 
with them. It is a great privilege because we used to  
see them staying in luxury hotels here in Zanzibar,  
but this project has enriched and made us proud of 
our culture and values. Our translators help us 
overcome language problems so we can communicate 
with tourists.” 
The rural tourism initiative has proven to be a 
sustainable means of livelihood improvement in the 
villages involved in the project. However, it faces 
challenges, including the possibility of bias in selecting 
and identifying households, potential conflict between 
farmer groups during selection for the project, 
language barriers, knowledge gaps of guides and 
translators, as well as the fact that sometimes there is 
difficulty understanding stakeholder concepts. 
Left Bi Asha prepares 
vegetables with Ann from 
France in Pongwe, Zanzibar 
Right Tourists and their host 
families during a handicraft 
demonstration in Kiwekanga 
The rural tourism initiative has proven  
to be a sustainable means of livelihood 
improvement in the villages involved in 
the project.
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As a result, they have reduced their farming and 
animal keeping activities and this poses a problem, 
particularly during the low tourist seasons and when 
there is an absence of travellers. And tourists cannot 
see everything that MVIWATA is doing because they 
have limited time, and the development of tour 
itineraries involve costs. 
To be continued
During the course of the Rural Tourism Project, some 
issues have arisen that have had both positive and 
negative effects on project stakeholders. Positive 
aspects include the creation of new jobs, such as the 
contracts made with five technical college students in 
Arusha for interpretation services. 
Other challenges include the fact that while farmers 
groups have the authority to decide on how the money 
generated by tourist activities should be used, some 
groups do not have a bank account where funds can  
be deposited. This poses a problem when receiving 
and dispersing funds. Therefore a focus has been put 
in place to enable opening of bank accounts for the 
sustainability of the project. 
However, the many positive results of the Rural 
Tourism Project suggest that there is a need for further 
collaboration, training and implementation. The 
project has clearly lead to an increase in the number  
of MVIWATA friends internationally. 
Positive impacts
In 2016, families received an income of TZS 
17,838,000 (€21,740) by serving food, providing 
accommodation and demonstrating local activities  
to tourists. At the same time, farmer network groups 
received TZS 4,518,000 (€5,500). 
These funds have helped improve the livelihoods of 
the host families involved, as latrines, beds, mattresses, 
and mosquito nets have been bought and constructed 
in their houses. Cultural traditions have been 
enhanced and celebrated more frequently, and trees 
have been planted in the villages to improve the 
environment and protect water catchment areas. 
Local farmers, authorities and villagers have accepted 
the MVIWATA Rural Tourism Project as a 
sustainable way of developing their areas. It is a unique 
concept that is meaningful and can transform farmers’ 
lives and community behaviour.
But despite of project’s many positive aspects, it has 
also faced challenges. These include a bias in the 
selection of farmer groups and families to host 
travellers, despite the established criteria. In addition, 
not everyone has had the opportunity of interacting 
with the project. 
In addition, the image and concept of the Rural 
Tourism Project is not sufficiently understood by some 
farmers groups and families which are not directly 
involved in the project, and this can lead to 
complications and conflict because they think the 
project generates massive benefits to fellow families  
in the village. Regular trainings with village leaders 
and families are therefore necessary. 
Some farmers and families have also become 
dependent on the income generated by the project.  
Left Training for families, 
local guides, guides and 
translators in different 
villages, looking at the best 
way to engage with all 
travellers 
Michael Neligwa works as Project  
Coordinator, MVIWATA.  
E-mail: neligwamichael@yahoo.com 
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VALUE CHAINS  
TRANSFORM KENYAN 
FARMER GROUPS INTO 
ENTREPRENEURIAL ENTITIES 
Daphne Muchai
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The “Enhancement of Farmer Entrepreneurship for 
Development” programme is facilitating smallholder farmer 
capacity building and stakeholder engagement in Kenyan 
counties, to enable farmer groups to become more business 
oriented. The programme has also analysed the priority 
agricultural product value chains to identify opportunities 
within the markets.
T he Enhancement of Farmer Entrepreneurship for Development programme (EFED) was the result 
of a collaboration agreement between the Kenya 
National Farmers Federation (KENAFF) and 
AGRITERRA – a Dutch agro-agency. Running 
from 2011-2014, the programme focused on 
enhancing productivity and improving market  
access for agricultural produce at national, regional 
and international levels.
EFED was piloted for a year in 2011, following  
which and for the next 4 years, there were three 
international missions by AGRITERRA to 
conceptualise and contextualise a joint working 
framework. Six pre-inception studies were carried 
out in six Kenyan counties, namely Kwale in the 
Coastal region, Kakamega in Western Kenya, 
Murang’a in central Kenya, Meru North in Eastern 
Kenya, Bomet in the Rift Valley and Bondo in the 
Nyanza region. The pre-inception studies were 
meant to analyse the priority agricultural product 
value chains (APVCs) in these counties. Stakeholders 
were invited to provide inputs into the process by 
conducting a comprehensive value chain analysis 
with the aim of identifying opportunities that 
agricultural markets, and value chains, could offer 
within the counties.
AGRITERRA and KENAFF jointly supported five 
counties, namely Bomet, Bondo, Lugari, Meru North 
and Murang’a. EFED’s aim was to transform farmer 
groups into entrepreneurial entities – or producer 
business groups (PBGs) – through capacity building 
and engagement with actors in the priority value 
chains to improve rural livelihoods. More 
specifically, the objectives of the project were:
1. To sensitise and select common interest groups 
(CIGs) to cluster and form PBGs in priority APVCs;
2. To facilitate these PBGs in developing bankable 
business plans; 
3. To identify and finance the designated business 
development services needed by the PBGs during 
their first year of operation; 
4. To lobby government on key issues emerging from 
the value chain studies. 
After the value chain prioritisation process had been 
completed, it became clear that dairy, poultry and 
cereals (maize) were the priority value chains 
identified by stakeholders.
Value chain management
The project formed value chain management 
committees (VCCs) in the respective EFED counties. 
The formation and election of the VCCs was 
necessary because EFED was an entrepreneurship 
project and business oriented, hence, needed to 
Cover CIGs sensitization 
meetings
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harness the expertise of different value chain actors. 
Formation and election criteria were based on 
representing the various stages of the value chain  
so each APVC actor would be represented on the 
committee. As shown in the figure below, the value 
chain is characterised by the relationship between 
actors with specific functions.
Stakeholders, leaders, farmers and their 
representatives were invited to attend a one-day 
function at specified venues, which focused on 
popularising the business cases in the districts and 
mobilising stakeholders for support and buy in.  
Local FM radio stations and posters were used to 
mobilise and sensitise farmers to attend the meetings. 
Table 1: Representatives in the VCCs





























Right CIGs sensitization 
meeting 
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The KENAFF management and leadership also 
attended. During the meetings, the VCC members 
were introduced and mandated by the audience to 
carry out their functions i.e. organising farmers into 
business groups and popularising the approach to 
their groups. 
In order to strengthen the messages of project 
meetings, specific APVC A3 posters were designed 
and printed for each APVC. The posters were 
distributed to VCC members and were used during 
local sensitisation meetings. In the project counties, 
the VCC identified project locations and divisions 
based on the production level of the produce 
concerned. Advertisements were made via local radio 
stations to inform the farmers of the project. CIGs of 
Table 2: Results
County Number of  
meetings 





Siaya 24 67 5 20
Kwale 21 35 3 13
Murang’a 31 20 6 13
Bomet 50 80 4 14
Meru 22 56 4 15
Kakamega 36 65 5 14
Total 184 323 27 90
the identified value chains were recruited and over  
50 meetings were held during this process. The main 
aim of the project was to transform the farmer groups 
into strong, formidable entrepreneurial entities 
referred to as PBGs. The project designed and 
printed A3 PBG posters and A5 fliers that were  
used during PBG sensitisation meetings. 
Last, local FM radios in the project areas are  
being used to sensitise the CIGs about how to  
register to form PBGs. Meetings were also organised 
at divisional levels where it was envisaged the 
collection centers would be established for each 
priority value chain. 
The project team developed a PBG capacity building 
manual designed to build up entrepreneurial 
In Meru, the model attracted the 
formation of PBGs in banana, 
dairy and Irish potatoes.
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capacities. The manual had six modules: leadership 
and governance; strategic growth in farmers’ 
organisations; agribusiness; value chain approach to 
agribusiness; market management and partnerships; 
and networking and linkages. The manual was to be 
tested and evaluated before being used.
A successful model 
The project’s achievements were linked to the 
number of PBGs formed and business growth. 
In addition to the number of PBGs formed during  
the project, another success factor was evidence of the 
formation of other value chain-based PBGs 
championed by other projects and stakeholders in  
the project counties. In Kakamega, the priority value 
chain was dairy but, in addition, four other value 
chains supported by organisations (indigenous poultry, 
soy bean, amaranth and sunflower) emerged and 
formed PBGs. It was clear that the supporting 
organisations had recognised the value of the PBG 
model in agribusiness development. In Meru, the 
model attracted the formation of PBGs in banana, 
dairy and Irish potatoes, leading to a total of 15 PBGs.
In Bomet, the prioritised value chain was maize, but 
additional PBGs dealing with indigenous poultry, 
“I chose poultry...”
Mrs Wafula from Kakamega, where workshop 
participants had prioritised the dairy value 
chain, chose to join a poulty value chain CIG 
and focus on poultry production. 
She says, “I chose poultry because my farm size 
is small and since poultry keeping requires little 
space and investment compared to a dairy cow,  
I realised I could easily get started on it”. 
Mrs Wafula also has experience in poultry 
keeping, although not in the way the experts 
have trained her. After receiving training on 
poultry housing, with the help of her husband, 
Mrs Wafula constructed a simple poultry  
house using locally available materials. 
Mrs Wafula 
 
Right CIGs sensitization 
meeting 
value chain selected will be supported because it has 
been chosen by and for the farmers and other value 
chain practitioners.
It became clear that as a business grows and expands, 
the PBG model allows for enterprise growth and the 
incorporation of other activities, like processing and 
collective input acquisition. A PBG can also develop 
to provide unique and attractive services and 
products that motivate others. It was realised that 
although farmers contributed to the business startup 
process, there was a need for initial support, 
especially as far as business equipment and other 
start-up expenses were concerned.
During the process of operationalising this model, it 
was noted that farmers change their priorities with 
time. Therefore, there is a need for innovation in the 
process of product diversification. Connection to the 
market is also essential, as it helps farmers recognise 
what the consumer wants, enabling them to include 
or improve certain products in their business. It was 
noted that consistency in production and quality of 
the product is vital in driving the marketing efforts 
and sustainability of PBGs. KENNAF has now 
adapted this approach to all its farmer-driven value 
chain initiatives. 
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Irish potatoes and dairy were established by others. 
In Siaya, the value chain of choice was indigenous 
chicken, but due to the success of the PBG business 
model, a groundnut value chain emerged and 
farmers formed a groundnut PBG and started 
processing peanut butter. In the Murang’a  
sub-county, dairy was the chosen value chain but  
due to the success of the model, the farmers also 
formed an indigenous poultry PBG. 
For the successful and continuous operation of the 
PBGs, collaboration with other stakeholders is 
essential. The project – which ended in 2014 – 
achieved its objectives and the PBGs formed are 
continuing with their businesses. The PBG model  
has been a success and many other projects have 
adopted it.
What did we learn?
In the process of mobilising the CIGs to form PBGs, 
there were a number of lessons learnt. Firstly, it 
became clear that the PBG model can be applied to 
any value chain, enabling significant business growth 
with time. However, the process requires continuous 
capacity building of farmers and group leaders, and 
hence a lot of resources. Building trust among 
farmers and other value chain players is a process 
that cannot be forced, but can grow with time as they 
work together, and as interactions increase.
It was also evident that the formation and running of 
PBGs requires qualified personnel who can guide the 
group to ensure quality adherence, and a consistent 
supply of produce. Also, these qualified experts can 
help link the groups to other stakeholders, including 
financial service providers, extension services and 
input suppliers. These personnel should be people 
who have a knowledge of group dynamics and can 
mobilise resources because the process requires, 
among other things, the acquirement of business 
equipment.
In the formation of a PBG, the initial selection of a 
value chain is a major factor in ensuring success.  
As many key farmer leaders and experts as possible 
should be invited to the initial value chain ranking 
workshop to give their opinion, and vote on the value 
chain ranking of importance. This ensures that the 
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BUILDING THE CAPACITY  
OF KENYA’S FARMER 
ORGANISATIONS
Gervasio Rutere
To increase the capacity of the Kenya Livestock Producers 
Association (KLPA), a team of national and international 
organisations mentored the organisation. As a result of the 
capacity building programme, the skills and knowledge  
of KLPA staff have grown, and the organisation’s policies  
have been strengthened.
Capacity building is often equated with training,  
a one-time financial input or short-term external 
technical assistance. However, capacity building is not 
defined by the instruments used but by its goal, which is 
to enhance the capacity of people and institutions to 
improve their competence and problem-solving 
capacities in a sustainable way. 
Initiating capacity building 
Capacity building processes can be initiated from inside 
or outside an organisation. They can assist individuals 
and organisations with links to local area initiatives that 
can help increase and manage their development goals 
in a sustainable way. In 2009, the United Nations 
Development Programme (UNDP) claimed that 
capacity development is the ‘how’ of making 
development work. Self-dependence and a sense of 
ownership are the real features of capacity building and 
these are important factors in the development process. 
Some argue that there are four common approaches to 
capacity building: top-down organisational, for 
example policy; bottom-up organisational, for example 
staff training; and partnership and community-based 
approaches. 
Capacity building is important in enabling 
organisations to develop economically and socially.  
It can be costly and time consuming, but there are a 
C apacity is the ‘means’ or the ability to fulfil a task or meet an objective effectively. In Kenya, capacity 
has often been used in a narrow sense to refer only to the 
skills of staff and the strength of organisations. Capacity 
building, however, can also mean building up new 
capabilities, and although it is a concept that has 
different meanings for different people, in general it 
relates to enhancing or strengthening a person’s or an 
organisation’s capacity to achieve their goals. Capacity 
building also increases the ability and resources of 
persons, communities and organisations to manage, 
change and define and realise their objectives so they 
can work more effectively. 
Capacity building is as important as capital investment 
and infrastructure. In 2006, the United Nations 
Educational, Scientific and Cultural Organization 
(UNESCO) reported that capacity building focuses on 
increasing an individual’s and an organisation’s abilities 
to perform core functions, solve problems and 
objectively deal with development needs. This analysis 
was supported by those who saw capacity building as a 
way of improving or upgrading the ability of a person,  
a team or institution to implement their functions and 
achieve their objectives. Capacity building is important 
at all levels, from the individual to the national level, 
and is relevant to building the organisational capacities 
of communities and supporting the formation of 
non-profit organisations. 
Cover Stephen Njagi,  
KLPA programme officer, 
giving a vote of thanks to  
the GLI team
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Association’s policies were reviewed and work was 
conducted to enhance the effectiveness and efficiency of 
its relations with its stakeholders. These measures were 
designed to provide the skills and knowledge KLPA 
needed to carry out its planned activities.
Mentoring was an innovative approach that was 
designed to accelerate the development of staff 
capacity. This was provided by a team drawn from 
international and national organisations.
The United States Agency for International 
Development (USAID), the Kenya Agricultural Value 
Chain Enterprise (KAVES) and Fintrack funded a 
project on livestock within USAID’s Feed the Future 
programme. It was important for KLPA before 
engaging in this programme to have relevant 
organisational policies in place.
USAID, the African Institution Innovation 
Mechanism (AIIM) and KAVES, through its partner 
organisation AIIM Assist, identified the need to 
develop capacity via an organisational capacity 
assessment (OCA) and a review of the administration 
and strategic plans.
The Global Leadership Institute (GLI) acted as 
consultants and implemented an 8-month training and 
mentorship programme. This enabled KLPA to use this 
technical support to develop and review policies 
including its strategic plan, financial policy, procurement 
policies, human resources polices and gender and youth 
policies. The 8-month work plan facilitated capacity 
building programmes, training and mentoring in KLPA 
in accordance with the contract agreements with 
USAID and KAVES, and also following the working 
arrangements established during previous engagements 
with USAID AIIM-Assist. The results of the OCA 
process of KLPA were also taken into consideration.
Identifying the organisational policy 
gaps within KLPA
With this technical support KLPA was able to develop 
and review its plans and policies. Gaps were identified 
through OCA before the GLI mentorship across six 
capacity areas: governance, finance, administration 
systems, human resources, programme management, 
and programme performance. Five policies were 
number of methods that can be used to develop staff 
capacities. These methods have the following strengths 
and weaknesses:
1.  Workshop training allows staff to gain new 
theoretical knowledge and share their experiences 
with each other and their trainers. However, 
workshop training is expensive and the quality  
of delivery depends on having good facilitators  
and experts.
2.  On-the-job learning is highly regarded as a 
complementary method to workshop training.  
It enables staff to put theory into practice and  
creates mutual learning between extension staff  
and farmers.
3.  Cross visits and study tours also create 
learning at field level, particularly between staff. 
However, they are expensive to run and require  
good organisational skills. 
4.  Staff meetings create opportunities to share 
experiences and plan together. They create an 
environment where progress, outputs and outcomes  
of activities can be presented, and where problems 
can be discussed and plans made for the future. 
These meetings need to be structured and held 
regularly with managers present. 
5.  Mentoring is seen as crucial for new staff, including 
volunteers and contract staff, during the first year of 
project implementation. Young staff members are less 
experienced and need mentors who have more 
experience to give them advice. This requires 
experienced and qualified mentors. 
6.  The use of the internet and reading 
documents can introduce staff to new information 
but in some areas these sources are difficult to access.
7.  Formal study allows staff to upgrade their 
knowledge and qualifications. However, this requires 
funds, time and support from managers and families.
The experience of the Kenya 
Livestock Producers Association
To increase the capacity of the KLPA, and to build up 
the capacity of its staff at national and county level, the 
Left Participants at the 
Lake Nakuru Flaming 
Lodge training conducted by 
GLI in March 2016 
Right A face-to-face 
discussion between KLPA 
staff members Millicent 
Wanjiru and Ben 
Mwongela on the final 
review of the organisation’s 
capacity assessment
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visit and a follow-up and successful OCA later that 
month. The KLPA mentoring sessions were later 
reviewed by AIIM-Assist. Successful review and 
mentoring sessions were made possible because of 
good coordination and documentation of the 
experience developed by AIIM-Assist trainers. A new 
capacity need was identified and addressed which was 
relevant to gender and youth in the KLPA. However, 
the meeting faced planning problems because many  
of the organisers and new staff did not understand the 
organisation’s policies because manuals and policies 
briefs were not complete and there were problems 
regarding time and venue. Only a few of those invited 
attended the final AIIM-Assist workshop because of 
budget constraints and there were not many KLPA 
staff in attendance. Those concerned with gender and 
youth policy were also inadequately represented.
Conclusion
The training revealed that KLPA staff were aware of 
the various capacity building options open to them. 
KLPA staff were able to play an important role in the 
emotional and social support of new staff, and 
developed new frontiers to improve the organisation’s 
economic capacity and commercialisation. During the 
training we found that most staff joined farmer groups 
for economic empowerment and, therefore, the focus 
of all stakeholders should be more geared towards 
empowering and engaging small-scale farmers on  
how to undertake farming as a business. 
The study has made a considerable contribution to 
earlier guide materials and has identified various 
themes that need to be worked on in future. Some  
of the themes that need to be explored include the 
relationship between community-based farmer 
associations and their performance and the extent to 
which local governments and other stakeholders can 
collaborate with existing farmer groups to promote an 
active business community.
developed, even though the capacity building, training 
and mentoring programme took a considerable amount 
of time and there was a shortage of staff capable of 
dealing with the six key areas identified.
1.  Strategic plan. A strategic plan is critical to any 
organisation as it brings decision making and 
planning together to provide overall direction as to 
how objectives will be achieved and how best to keep 
up to date with the latest models and best practices.
2.  Financial policy. Due to financial control 
responsibilities, KLPA came up with a policy to 
enable the control of the organisation’s funds by its 
financial department.
3.  Procurement policies. Standards were 
proposed that would enable the establishment of 
procedures to be used by KLPA when procuring 
supplies, expendable property and equipment as 
well as real property and services.
4.  Human resource polices. KLPA developed a 
manual which will act as a reference document for 
the KLPA Board, management and staff. It also 
forms a basis for the development of KLPA’s 
working culture and environment. Any changes 
to the policies contained in this manual will require 
the authorisation of the Chief Executive Officer 
(CEO). However, where changes in policy might 
have significant financial implications, the CEO 
will seek the approval of the KLPA Board prior to 
implementation.
5.  Gender and youth policies. These policies 
provide guidelines on how KLPA will mainstream 
gender and youth in its work.
Mentoring
The first mentoring workshop took place at the Lake 
Nakuru Flamingo Lodge in March 2016. Its objective 
was to create an understanding of the whole procedure 
and that relevant information could be shared within 
the organisation. The strategic planning process was 
extensive as it required background information on 
the organisation and its programmes, and a 
comprehensive understanding of KLPA’s operations. 
After the mentoring workshop, there was a successful 
strategic planning workshop later in the year. 
AIIM Assist and the relevant KLPA staff met in May 
2016 for a pre-organisational capacity assessment site 
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VILLAGE SAVING AND 
LOANS ASSOCIATIONS 
TRANSFORM YOUTH  
IN UGANDA 
Nelson Tukundane
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In the Kayunga District, the Uganda National Farmers 
Federation (UNFFE) and We Effect/Svenska Postkod 
Lotteriet have been implementing a Village Savings  
and Loans Association (VSLA) project to increase  
financial inclusion for young people.
VSLA project was to train youths in financial literacy 
and agribusiness entrepreneurship skills; promote 
agriculture as a viable career option; and popularise 
the VSLA approach among young people. 
VSLA training
The programme started by asking 15 youth leaders 
and District Farmers Association members in the 
district to mobilise young people. UNFFE also 
arranged five radio announcements a week before  
the training took place, and at least 120 fliers were 
distributed around trading centres and places of 
worship. The cost of airtime to reach youth leaders, 
radio announcements and fliers was over UGX  
1 million (€235). But in spite of this investment,  
there was a significant gender imbalance, with only 
11 women compared to 209 men attending. 
 As well as training young people on financial literacy 
and entrepreneurship to encourage saving and 
borrowing for agricultural investment, attention was 
also given to group formation, the development of life 
skills, promoting awareness about agricultural value 
chains and the prevention of HIV/AIDS. Sustainable 
environmental management and a youth innovation 
fund to provide start-up capital for fundable business 
plans were also addressed by Geoffrey Kakooza, the 
facilitator and a specialist in financial services.
U ganda has the youngest population in Africa and young people (those between the ages of 14 and 
35) are amongst the most vulnerable, so they require 
special attention in national development 
programmes. Young women need even more 
attention in order to address issues related to gender 
marginalisation and inequality. In rural areas, school 
drop-out rates are particularly high due to poverty, 
conflict, distance between home and school, as well 
as early pregnancy and forced marriage. 
Young people have also developed a negative attitude 
towards agriculture, seeing it as something for the 
poor and backward. Many turn to other ways of 
making a living like bicycle taxis, brick laying and 
charcoal burning due to the risks of losses and low 
returns. The effects of climate change, including 
prolonged droughts, have discouraged those 
interested in agriculture. Other challenges for young 
people include a lack of land and money to start 
income-generating activities. 
The Kayunga district is located in central Uganda 
and is about 87 km from Kampala. There, the 
Uganda National Farmers Federation (UNFFE)  
and We Effect/Svenska Postkod Lotteriet (a Swedish 
postcode lottery organisation) have been 
implementing a Village Savings and Loans 
Association (VSLA) project to increase financial 
inclusion for young people. The main objective of the 
Cover Brian Okot (28)  
with the motorcycle he got 
after getting a loan from the  
VSLA group
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After the training, the young people were mobilised 
into VSLA groups of between 25–30 members and 
chose leadership committees with a chairperson, 
treasurer, secretary and publicity officer. A total of  
14 youth groups were formed, and the eleven girls 
were among their members.
The leaders then selected the enterprise plans that 
had been developed, and discussed business plan 
formulation with the groups. They also advised the 
groups to encourage women to take leadership 
positions. One hundred and sixty young people 
selected a piggery project for income generation. 
They then decided who would be responsible for 
hosting the piggery project and who would be in the 
monitoring and marketing teams. Later, the two 
groups with the best business plans got a start-up kit 
of UGX 1 million (€235) and the first runners up 
received USh 500,000 (€117).
Good facilitators and a simple template of a business 
plan enabled the two groups to develop business 
plans that clearly showed locations, possible markets, 
cash flow, sustainability strategies and future plans.  
It was clear that the other groups had also learnt a lot 
from practising business plan formulation. As Tom 
Mugerwa, chairperson of the Nsimbi Terimba VSLA 
group said, “We have acquired new business skills to 
make money and get off the streets and out of 
gambling, thanks to UNFFE.” 
Promoting agricultural value 
chain awareness
During the training, UNFFE also helped young 
people identify specific agricultural value chains like 
pigs, maize, beans, coffee, pineapples, bananas and 
poultry. This was done by the members of a VSLA 
group selecting an agricultural enterprise and 
Above The local breed piglets 
first purchased by the 
Gamuntutu VSLA youth 
group
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Positive impacts 
Positive impacts included a registered increase in  
the economic stability and incomes of young people 
because their training in entrepreneurship had 
enabled them to develop their own enterprises. The 
VSLA groups that had received start-up funds were 
positive about their experiences. “This training has 
helped me increase my drug shop stock and I earn 
much more than I used to,” said 24-year-old Hellen 
Nakimuli. More needs to be done, however, because 
many more young people need to be trained. This is 
particularly so in Kayunga because there are not 
enough government aided schools to accommodate 
those willing to stay on now that changes have been 
to the school fee system. 
Sustainable environmental management training has 
also had a positive effect and UNFFE has seen a 
reduction in natural vegetation degradation as young 
people have become involved in income-generating 
activities that do not involve encroaching on nature 
and cutting down trees. 
After the VSLA training some young people also 
became active in non-agricultural activities like 
crafts, hairdressing, phone charging, restaurants, 
selling cloth, photography, local radio stations and 
typing and photocopying services. 
Empowering youth by encouraging financial literacy 
can reduce unemployment levels by 78% if group 
formation is well facilitated and the VSLA 
methodology and entrepreneurship training to 
increase business innovations and improve 
livelihoods is available and accessible. The approach 
has also been used in six other District Farmers 
Associations.
Through UNFFE’s interventions, young people are 
now represented on the governing boards of every 
District Farmers Association and the Secretary for 
Youth is a member of the executive committee, the 
key decision-making board. Through the Youth 
Office, advocacy related issues are being given 
priority and UNFFE continues to support young 
sharing roles in managing it. The capital for these 
enterprises came primarily from members’ savings. 
Out of the 50 groups, 14 chose pineapples, eight 
piggeries, ten vegetables and two poultry. 
UNFFE experienced it as a success when two VSLA 
groups started to save UGX 1,000 (€0.25) a week, 
and within 3 months had set up a semi-permanent 
structure housing five indigenous piglets. When the 
District Farmers Association coordinator advised 
them to change to hybrid breeds that would be more 
productive and generate more income, they 
continued saving and after 3 months they were able 
to buy two hybrid pigs and three indigenous ones. 
They were also able to influence other groups as  
well as young people involved in non-agricultural 
activities to adopt pig farming. Through the training 
many young people came to realise that agriculture 
wasn’t meant for the poor but that by engaging in 
agricultural enterprises at different levels along the 
value chain they could earn a good living. 
Unfortunately, due the patriarchal nature of some 
communities, some parents did not allow their 
daughters to take part in the VSLA project. Muslim 
youth also did not participate in any of the activities 
because piggery projects were being promoted. And 
ten young people were unable to form a VSLA group 
because 25 was the minimum for a group. They were 
encouraged to start saving rather than start a business. 
The groups that were formed were targeted by 
politicians who offered them bribes during the 2016 
presidential and parliamentary election campaigns. 
Some groups lost track and broke away. “Things to 
do with money always raise a lot of expectations and 
draw crowds of unfocused people and that is why 
some groups broke up. Perhaps it would have been 
better if we had held the meeting at our Kayunga 
District Farmers Association hall instead of the town 
hall which was open to the public. We should always 
take training down to the target beneficiaries,” 
Kakumiliza James, a community development  
officer in Bbaale sub-county, observed.
A bright future
Twaha Boidha Kadaama, 28 years old, from 
Bugadu village, Bbaale, is a member of the 
Bugadu Kamukamu Youth Saving Group. 
Before he became involved in the VSLA scheme 
he was an impoverished teacher who could 
barely afford to look after his family. To make 
some money he sold the land he had inherited, 
but because of poor planning the money was not 
used effectively. He joined a VSLA saving  
group and after the entrepreneurship training  
he started a nursery school – the Nakayima  
Junior School. He now employs nine staff 
members and is able to pay salaries ranging  
from UGX 45,000 (€10.60) to UGX 100,000 
(€23.60) per month. He is proud and expects  
a bright future for the school. 
Twaha Boidha Kadaama
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people by providing training and demonstration 
gardens as well as by involving other stakeholders 
from government, local and international NGOs,  
the private sectors, academia, manufacturers and  
the general public in its activities.
The VSLA approach has provided an opportunity 
for youth in Uganda to gain access to affordable, 
reliable and accessible financial services and 
entrepreneurship training and this has seen them 
raise incomes to provide for their basic needs and 
change their attitudes towards seeing agriculture as a 
non-profitable venture. The approach has also seen 
more women participating in income generating 
activities, which wasn’t the case before. However, this 
is a tip of an iceberg; many youth are still languishing 
in urban areas with nothing to do while women lack 
the economic voice and using this approach, more 
opportunities can be created to reach more young 
people and women if spread out to other parts of the 
country. Development partners need to embrace this 
practical approach and tackle the issues affecting 
young people and women in Uganda.
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